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Executive summary 
The rapid value chain assessments covered 6 enterprises; 3 on crops and 3 on livestock. The study 
focused on the role and functioning of the agribusinesses involved in the purchase, processing and 
consumption of products generated by the 6 value chains. The main aim of the assessment was to 
obtain a better understanding of these businesses and how they can play a role in expanding the 
volume of raw products produced, processed and sold.  
The selection of the enterprises was based on the preference of men, women and youth, enterprises 
with commercial orientation or importance and finally, enterprises that were well preferred across 
the project sites for ease of scalability and learning. With respect to findings from these market 
assessments, various reliable interventions have been suggested for implementation. A total of 115 
actors; 70 crop actors and 45 livestock actors were interviewed using a well-structured 
questionnaire, complemented by secondary data and information on the enterprises from the 
project areas. The assessments also benefited from earlier studies such as Participatory Community 
Appraisals (PCA) and other studies earlier conducted in the project.  
Crop value chains  
A rapid market assessment was carried on 3 crops; faba bean, wheat and potato. Also the input 
system that supports the value chain of the three crops was surveyed. It included seed, fertilizer, 
farm implement and chemical. To understand the crop value chain two major actors were 
interviewed that is traders and processors. The traders interviewed mainly involved wholesalers or 
retailers.  
Results from the study indicate that wheat value chain in Lemo region is more established. Wheat 
grain is used in the preparation of a range of products such as: the traditional staple pancake 
(‘injera’), bread (‘dabo’), local beer (‘tella’), and several others local food items 
(i.e.‘dabokolo’,’ganfo’, ‘kinche’). Besides, wheat straw is commonly used as a roof thatching 
material, and as a feed for animals. Wheat market involves both retailers and wholesalers who sell 
wheat grains to collectors, end consumers and processors. The primary cooperatives are key 
collectors in this region who play a very important role in wheat grain collection from individual 
farmers. There was a difference in average selling price by traders owning the business and the 
primary cooperatives. Primary cooperatives sold wheat grains at a lower price (7.4 Ethiopian birr, 
ETB1) compared to both the wholesaler (ETB 7.5) and sole proprietor retailer (ETB 8.00). The primary 
cooperatives majorly supply wheat grain to union flour factories. 
The processor on the other hand buys dry grain and changes the form by milling flour. Major traded 
outputs of wheat processor are flour and wheat bran. The flour processors and bakeries are the 
main actors involved in wheat processing. There are eight private flour processing factories in Lemo. 
Faba bean value chain also involved retailers, whole sellers and processors. Dried faba bean grain is 
sold mostly in retailing form but also a small number of wholesalers are involved. In Lemo there are 
no faba bean processors except the hotels who use the faba bean to make local dishes; ‘full’ and 
‘wot’. The processing of faba bean still has some challenges that keep it low scale and mostly within 
hotels. 
Potato value chain in this region has not fully developed. It is still ‘young’ and consequently, potato 
utilization is still minimal. Several potato retailers with very small number of wholesalers were 
identified. Both retailers and wholesalers are involved in potato trading. During the market survey 
very few wholesalers were identified. Retailers not only sell potato but also trade other products. 
                                                          
1. On 4 April 2015, USD 1 = ETB 20.4382. 
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During the market visit, it was observed that retailers keep small amounts of potatoes with tomato, 
onions and other vegetables/ goods. 
During the market assessment survey in the sites, very minimal processing was noted. The major 
potato actors involved in processing are street vendors, hotels and restaurants. The street vendors 
also prepare French Fries and supply to consumers at dusk. The hotels and restaurants commonly 
use potato as boiled and as part of traditional dishes or 'wot' (sliced, boiled potato with pepper, 
onion, salt and oil) or ‘Beyaynet’ and there is little processing into chips. The few hotels and 
restaurant processors interviewed during the survey preferred large size potato for processing.  
The three value chains are supported by the input system and therefore the market survey also 
studied the input market. The input system is majorly steered by the government. In this region 
fertilizer, seed, farm implement and chemicals are supplied by the research centres, BOA, 
cooperatives and unions. Seed production business, chemical spraying services, farm 
implementation hiring among others, are suggested interventions. 
Livestock value chains 
The rapid value chain assessment study covered 3 main livestock value chains i.e. the dairy and the 
large and small ruminant value chains. All 3 studies focused on the role and functioning of the 
agribusinesses involved in the purchase, processing and consumption of products generated by 
these value chains. The main aim of the assessment was to obtain a better understanding of these 
businesses and how they can play a role in expanding the volume of raw products produced, 
processed and sold commercially.  
The role of the dairy value chain businesses in Lemo district is still small and mostly geared to 
processing fresh milk into butter and ‘ayeb’—less than 5% of the raw milk purchased is sold. Also, 
the emerging dairy cafes and hotel/restaurants only use small quantities of milk (maximum of 35 
litre/day) to serve in processed form and/or use in the preparation of drinks. Hence it can be 
concluded that most individual urban consumers purchase milk directly from the farmers. To 
increase the role of the businesses in the purchase and sale of milk the newly established dairy cafes 
can be targeted. As can be observed in more advanced Africa RISING districts, dairy cafes can also 
facilitate the sale/retail of milk for customers outside the café. To supply the additional milk to the 
cafes, farmer milk marketing groups can be formed to bulk sell milk in order to reduce the marketing 
cost for individual farmers. The dairy cafes may also consider expanding their product range (e.g. 
butter milk, ice cream) and introducing food safe ‘irgo’. 
The butter and ‘ayeb’ produced by the processing companies is substantial (up to 500 kg/month—
equivalent of 10,000 litres of milk) and less subject to seasonal variation (as compared to sale of fluid 
milk). It is noted that both companies have started the sale of whey (by-product ‘ayeb’ processing) 
which can contribute to the economic viability of these businesses. Since this is not a common 
practice in other Africa RISING districts, it is proposed to assess the sales/use of whey in more detail 
in order share this knowledge with other sites. Based on experiences in other Africa RISING districts, 
the dairy cafes could also consider expanding their activities by including small scale butter and 
‘ayeb’ processing and selling these products to outside customers  
Besides the fresh butter produced by the businesses, on farm production of lactic butter from 
soured milk by individual women and women groups (‘wujos’) is noted. However the role of traders 
in the purchase and sale of lactic butter is limited (maximum reported quantity per trader 
120kg/month). No linkages exist between the fresh and lactic butter traders and between lactic 
butter producers and dairy processors. To increase involvement of businesses in lactic butter 
production and trade, the establishment of business models for butter processing in rural areas 
using new processing methods and churning technologies can be explored. Not only could this 
reduce the labour burden of women but also offer new business opportunities for women. To define 
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this intervention more precisely a rapid assessment of churning technologies and group 
arrangement is proposed. Furthermore, once local butter processing models are developed, linkages 
with the dairy processors for bulk sale of fresh and lactic butter can be explored.  
To determine the commercial demand for the various dairy products, it is proposed to conduct a 
consumer demand study, which may also include tasting of new products. To meet such increased 
demand, formation of marketing groups for butter and milk should be encouraged to reduce 
individual marketing cost. 
The role of agribusinesses in large and small ruminants’ in terms of number of animals traded by the 
traders and purchases by butchery restaurants is significant. Both large and small ruminants are 
purchased inside and outside the district. Some of the traders also sold large ruminants outside the 
district. Considerable seasonal fluctuation was observed in the number of animals traded—on 
average 43% decline in the number of animals/trader between peak and low months—and price 
paid—on average 29% drop in price/trader. The average age of traded large and small ruminants 
varies from young to old, indicating a varied consumption demand. A consumer demand survey is 
proposed to explore in more detail demand by institutional and individual consumers. Such a study 
should explore possibilities for the various products (especially young animals, fattened animals). 
Based on the findings, different production cycles should be explored to produce for targeted 
markets/buyers and periods. Formation of marketing groups of producers should be encouraged to 
meet specific demands during the year as well as reduce marketing cost/animals through collective 
sales arrangements. 
To support the commercialization of the 3 value chains, some key service and input supply 
businesses need to be improved.  
In general input/services in rural areas for dairy (butter) and large and small ruminants’ production 
are less developed than in the peri-urban areas. While the government aims to improve the public 
sector veterinary and AI services, by developing a more decentralized system, improvements can be 
made for producers in the rural areas through collective action by groups of producers/primary 
cooperatives for the bulk purchase of inputs and services.  
The improvement in genetic resources, in particular for dairy animals is insufficient and the 
introduction of a more efficient system based on mass insemination supported by mobile teams and 
hormones has shown some improvements but require a follow up study to improve its performance.  
The district is ‘blessed’ with an abundance of agricultural by-products, including dairy and fattening 
mixes produced by the Union. Still, demand within the district is limited. To increase demand for AIB 
components or mixes, awareness creation and demonstration of the use of AIBs is proposed 
together with collective (bulk) purchasing of feed by marketing groups and/or primary cooperative. 
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1 Introduction 
1.1 Africa RISING Project 
The Africa Research in Sustainable Intensification for the Next Generation (Africa RISING) program 
comprises of three research-for-development projects supported by the United States Agency for 
International Development as part of the US government’s Feed the Future initiative.  
Working in collaboration with research and development partners, Africa RISING´s goal is to improve 
food, nutrition and income security of smallholder farmers (in particular vulnerable groups such as 
women and children) through sustainable intensification of farming systems.  
The three projects are led by the International Institute of Tropical Agriculture (IITA) (in West Africa 
and East and Southern Africa) and the International Livestock Research Institute (in the Ethiopian 
Highlands). International Food Policy Research Institute (IFPRI) leads the monitoring, evaluation and 
impact assessment component of the projects. 
In Ethiopia, the project (from here onwards ‘the project’ refers to the Africa RISING project in 
Ethiopia) is being implemented in , a total of 8 kebeles, 2 from each of the 4 regions of Amhara, 
Tigray, SNNPR and Oromia regions.  
The Africa RISING project works with partners from CG centres, local universities, regional research 
institutions, Woreda agricultural offices and federal research organizations. In consultation with 
partners, the project identified seven thematic areas for implementation in the coming three years 
(2014–2016), including cross cutting themes one of which is markets and value chains. 
1.2 Rapid value chain study objective 
In 2013, the Africa RISING project conducted detailed diagnostic analysis in the eight project kebeles. 
As part of the diagnostics, participatory community appraisals (PCA) were conducted in all the 
project sites to characterize agricultural production and livelihood systems, identify priority farm 
enterprises, major income sources, farm resources, and farmer-perceived constraints and 
opportunities for improving income, food security and/or reducing overall risks by intensifying farm 
enterprises.  
This value chain assessment studybuilds on the PCA findings. The PCA identified farmer perceived 
priority enterprises and also mapped value chains for some crop and livestock enterprises including 
the constraints and opportunities faced by different chain actors. However, much of the focus in the 
PCA was at the production stage of the value chain and little attention was paid to other elements of 
the value chain, particularly the agribusinesses such as input suppliers, traders, processors which are 
key for the performance of the whole value chain. This study therefore focused on value chain of 
agribusinesses for the priority crop and livestock enterprises identified in the PCA.  
The specific objectives of the rapid value chain study were: 
 To identify and get an understanding of the role/importance of the value chain and 
input/services agribusinesses in each of the value chains 
 To get an understanding of market demand and supply of livestock products in and outside 
the district and suggest potential interventions based on the findings  
 To identify opportunities for strengthening linkages between value chain actors (input 
suppliers, producers, traders, processors and end consumers) and including suggestions for 
improvement in agribusiness performance (the latter will have to be discussed with 
specialized projects operating in the districts—in particular Agricultural Growth Program and 
the Livestock Marketing Development Program).  
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1.3 Description of the study site 
Lemo district is comprised of 35 peasant associations (PAs) of which Jewe and Layngawu gana have 
been selected for testing the initial set of production interventions.2 The total population is 
152,013(CSA) 88% Christians and 12% Muslim. The district capital—Hossana—also serves as the 
zonal capital for the Hadiya Zone and is therefore a major supplier of inputs and services as well as 
trading and processing. Part of the district has a well-developed road network—see map with main 
socio economic characteristics (Figure 1). 
Figure 1. Main socio economic characteristics. 
 
 
Most of Lemo district is classified in Agro-Ecological Zone (AEZ) moist ‘woinadega’–83%. Rainfall 
varies between 950–1200mm annually and most of the area is between 2100 and 2500m.a.s.l. 
Average temperature in most of the district varies between 12–24. The majority of the soils are 
Vertisols and Nitosols. The entire area of Lemo district is classified as cultivated (see figure 2). 
  
                                                          
2. It is noted that one of the selected PAs—Layngawu—is located in the neighbouring district of 
Gombora. 
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Figure 2. Lemo biophysical characteristics 
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2 Methodology 
The market value chain studies used various approaches to gather information on different 
enterprises. This study built on earlier findings from the Participatory Community based Approach 
and Rapid Telephone Surveys which were conducted in the project in 2013. Basing on these earlier 
studies, priority enterprises were selected for detailed value chain analysis focusing on 
agribusinesses related to these enterprises.  
2.1 Selection of the enterprises 
Building on the previous work on PCA and telephone surveys, the team narrowed down the 
enterprises for value chain analyses to 3 crop and 3 livestock enterprises. The criteria used in 
prioritising the enterprises were that the enterprises were equally preferred by men, women and 
youth, the enterprises had a commercial orientation or importance and finally, that the enterprises 
were well preferred for ease of scalability and learning. Based on these criteria, the selected crop 
and livestock enterprises are presented in Table 1. 
Table 1. Summary of suggested crop and livestock enterprises in the Africa RISING sites 
Site Crop enterprises Livestock enterprises 
SNNPR: 
Jawe, upperGana 
 
 Wheat  
 Faba bean  
 Potato  
 
 Dairy cattle 
 Beef cattle 
 Sheep 
 
 
2.2 Value chain mapping 
This approach was used to identify value chain actors and service providers for the input and output 
markets for the six selected enterprises. The mapping of the value chains was conducted in all Africa 
RISING sites. Tools used to carry out the study included: focus group discussions, key informants 
interviews and platform meeting with value chain actors. 
The key objectives of using this approach were; 
 To determine the value chain actors and processes for the supply of inputs/services and the 
processing and marketing of selected marketable livestock and crop commodities. 
 To determine the main channels used for processing and marketing of the produce by 
farmers. 
 To analyse the mapping information to propose some initial (best bet)interventions to 
improve the efficiency of the input/service supply and processing/marketing system 
 To use the mapping information to select actors/processes for more detailed 
assessment/analysis. 
During the value chain mapping exercise core problems and opportunities were identified that 
warrant further research by Africa RISING. The strengths, weaknesses and gaps were also noted and 
these were further analysed in this value chain assessment study. 
2.3 Detailed market assessment 
Based on the value chain mapping, actor and service providers were selected for the detailed survey. 
The market assessment survey took place during February 2014. 
Questionnaires were used as the key tool to collect data. Field pretesting exercise was carried out 
across all the sites to assess the relevance of the questions for different value chain actors. Also by 
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carrying the pretesting of the questionnaires, the team was able to validate the findings of value 
chain mapping which had been conducted earlier and also sample selection of the actors was done. 
Actor sampling was based on the potential actors who were identified during the mapping exercise. 
The sample selected was composed of the team sample of actors and service providers who were 
significant to work with in implementing the interventions suggested. For crop enterprises the actors 
sampled for interviews included seed suppliers, seed producers, farm implement suppliers, crop 
chemical suppliers; wheat, faba bean, potato traders and processors.  
For livestock enterprises the value chain actors included; large and small butchery/restaurant, dairy 
agribusiness, dairy restaurants, local butter, livestock feed, large and small ruminant, large and small 
abattoirs and veterinary drugs/services. A total of 70 actors and 45 actors were interviewed for crop 
and livestock enterprises value chain survey respectively (Tables 2 and 3).  
Table 2. Detailed sample of number of crop actors in Lemo district 
 Actors Number 
Fertilizers Primary cooperative 4 
Government  1 
Chemicals Primary cooperative 5 
Government institutes  1 
Private dealers 2 
Seeds Primary cooperative 6 
Union 1 
Government institution–BOA and Research  1 
Wheat seed producer farmer  2 
Farm implements Private shop 5 
Input suppliers subtotal  28 
Wheat traders Primary cooperative 5 
Wholesalers 2 
Retailers 5 
Faba bean traders Primary cooperative  1 
Wholesalers 1 
Retailers 4 
Potato traders Wholesalers 6 
Retailers 5 
Traders subtotal  29 
Wheat processors Bakeries 5 
Private company 3 
Faba bean processors Hotels and restaurant  1 
Traders association 1 
Potato processors Hotels and restaurant 1 
Home food 2 
Processors subtotal  13 
Total 70 
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Table 3. Detailed livestock sampled number of actors in Lemo district 
Agribusiness/value chain Actors Lemo 
Feed  Feed shops  5 
Pulses/traders  4 
Cooperative feed processing factory 1 
Primary cooperatives–cooperatives 1 
Veterinary drugs/services Private veterinary drug shop/service  5 
Public sector (district) 1 
Public sector (PA) 1 
Abattoir  Cooperative abattoir  1 
Traditional butter value 
chain 
Butter shop  3 
Village butter traders/collectors-collectors 2 
Fluid milk value chain Commercial collection centres (private companies) 0 
Privately owned dairy collection/processing/selling  1 
Cooperatively owned collection/processing/selling businesses 1 
Cooperative collection centres (deliver milk to commercial 
collection centres) 
0 
Restaurants  4 
Large and small ruminant 
agribusinesses 
District traders large ruminants–large traders 4 
District traders small ruminants–large traders 6 
Butcheries 3 
Restaurants–hotel/restaurants 2 
Total 45 
2.4 Data collection 
This value chain/market assessment builds on earlier studies done in the Africa RISING project, 
specifically the telephone survey and PCA which were conducted in 2013. Following this, a value 
chain mapping exercise was done by conducting interviews with a few key informative actors, talking 
with the key informative people in the community, getting information from government data, 
journals and other secondary data.  
To verify the findings of the value chain mapping and also understand the six enterprises value 
chains in detail, a market assessment study was carried out in February 2014 through interviewing 
input and output market actors. For this detailed market assessment, primary data was collected, 
analysed and consolidated with the other findings to produce interventions for each research site. 
2.5 Data analysis methods 
Data entry, cleaning and analysis were done in March 2014. Using the SPSS statistical package data 
was divided into livestock data and crop data which was entered in different data templates. 
Descriptive statistics such as mean, frequency tables and ranges were used to analyse the data.  
2.6 Report writing 
After data analysis, the site coordinators and partners met in a writing workshop to interpret the 
results and came up with this report. The key objective for the writing workshop was: 
1) Sharing market value chain results 
2) Writing up the value chain report for the Africa RISING project 
3) Discussion and documentation of the best bet interventions for the project 
4) Developing protocols for the value chains and market work for the project. 
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3 Crop value chains  
3.1 Crop value chain findings and results 
This chapter presents the findings of the value chain/market assessment study for crop enterprises 
for potato, faba bean and wheat as well as input supply chain; fertilizer, chemical, seed and farm 
implement. Value chain actors are classified as those individuals who take ownership of a product, 
through the exchange of money or equivalent goods or services during the transaction process of 
moving the product from conception to the end user. Those individuals or firms providing a service 
without taking ownership of the product are classified as service providers. The primary actors in the 
value chain are traders and processors. In this study the service providers interviewed were input 
suppliers for fertilizers, seed, crop chemical and farm implements while the traders include both 
retailers and wholesalers. Each of these actors adds value in the process of changing product title 
and form. 
The main processes of assessed value chains include input supply, processing and trading. Input 
suppliers involve those that supply fertilizer, crop chemical, seed and farm implement to the 
farmers. The seed suppliers also comprised the seed producers. Trading involves wholesalers and 
retailers who are in the business of buying and selling the crop products without carrying any change 
in the form of the good. The processing activities involved any transformation of the form of the 
product to a different product. The traders who purchased crop product and carried out any process 
to change the form before selling the commodity to other traders or end consumers were 
considered as trader processors. They consist of traders, hotel restaurants, cafeterias and road side 
(street) processors. 
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3.1.1 Potato value chain 
The processes and general actors in the potato value chain in Lemo district and the subsequent 
market outlets along the chain are shown in Figure 3. 
Figure 3. Potato value chain map in Lemo 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
3.1.1.1 Potato trader business characteristics 
Five retailers and six wholesalers were interviewed. The retailers are comprised of equal number of 
males and females business owners whereas the wholesalers are all male owned. Three retailers 
attended nursery education and two attained secondary education. For the wholesalers, three, two 
and one attained primary, secondary and college/university level of education respectively. The 
results indicate that four and three of the retailers and wholesalers businesses respectively are 
licensed. Retailers started operating their business much later than wholesalers who began 3 years 
earlier (Table 4). 
 
  
Individual farmers 
Wholesalers 
Union 
Individual farmers 
Input suppliers 
 Fertilizer 
suppliers 
 Seeds producers 
 Seeds suppliers 
 Crop chemicals 
 Farm 
implements 
suppliers 
 
Retailers 
Collector 
End consumers 
Hotels and restaurants 
Large traders 
Collectors 
Collectors 
Neighbouring districts 
Within the district 
Beyond the neighbouring districts 
Collectors Large traders 
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Table 4. Business characteristics for potato trader 
Business type Retailer No. = 5 Wholesaler No. = 6 
Ownership/business structure (No.): 
Sole proprietor  
 
5 
Sole 
proprietor 
3 
Partnership 
 
 
Primary 
cooperative 
 
 3 2 0 
 Primary cooperatives  0 0 0 1 
 Partnership Both 
male 
0 2 0 0 
Gender owner (No.): Male 3  3 2 0 
 Female 2 0 0 0 
 Cooperative 0 0 0 1 
Education (No.): Nursery 3 0 0 0 
 Primary 0 1 1 0 
 Secondary 2 1 1 0 
 College/university 0 1 0 0 
Year started in range  2010–2014 2008–2014 2008–2014 2005 
Licensed (No.) : Yes 1 2 0 1 
 No 4 1 2 0 
 
3.1.1.2 Potato purchase and sales information 
Five retailers and six wholesalers were interviewed in Lemo district. Retailers purchase potato from 
large traders from within the district Hossana. Individual farmers from districts around wholesalers’ 
businesses largely supply potatoes to wholesalers from Doyogene, Shashemane and Wondogenet. 
Retailers purchase an average of 130 kg of potatoes per week at a purchase price range of ETB 4–
5/kg and wholesalers purchase an average of 12,883 kg of potatoes per week at a purchase price 
range of ETB 1.5–4.00 /kg. The high supply months is from May to December and low supply months 
from January to August. Only one of the wholesalers accept payment on credit basis otherwise the 
rest of the wholesalers and retailers do not accept credit. Retailers mainly use non-motorized form 
of transport or animal transport, which costs about ETB 0.0001–0.0002/kg to transport products 
whilst wholesalers use hired vehicles costing them an average ETB 0.0026–0.0030/kg. The retailers’ 
products are sold to the end consumer but the wholesaler mainly sells to the retailers, end 
consumers and unions. Retailers sell an average quantity of 114 kg/week of potatoes at a price range 
of ETB 5.0 to 5.5/kg. Wholesalers sell an average of 12791 kg of potatoes per week at a price range 
of ETB 2.10 to 4.50/kg. All sales by the retailers and wholesalers are done within the district. 
Retailers allow credit ales whilst five wholesalers sell on cash basis and one allow customers to buy 
on credit (Table 5). 
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Table 5. Purchase and sales of potato information in Lemo district 
Business type Retailer No. = 5 Wholesaler No. = 6 
Form of product purchased Raw potato Raw potato 
Type of supplier large trader; individual 
farmer 
individual farmer; collector; 
Average weekly quantity purchased in kg 130 12883 
Purchase price range (ETB/kg)  4–5 1.5–4.00 
High supply months June–December June–December 
Low supply months January–May  January–May 
Source Within the district  within the district; districts around the 
business; districts beyond neighbouring 
districts but within the country 
Name of the place of source Hossana;Haise Doyogena; Shashemane; Wondogenet 
Credit term of payment (No.): Yes 0 1 
 No 5 5 
Transport means Non-motorized transport; 
Animal transport 
hired vehicle; 
 
Transport cost (ETB/kg)  0.0001–0.0002 0.0026–0.0030 
Sales    
Product form sold Raw potato Raw potato 
Buyer End consumer, hotels and 
restaurants 
retailer; union, end consumer, hotel and 
restaurant 
Average quantity/week (kg) 114 12791 
Selling price average(ETB/kg) 5–5.5  2.10–4.50 
Selling place within the district  within the district 
 Credit terms of sale (No.):Yes  0 1 
No 5 5 
Potato demand and market condition 
Both retailers and wholesalers report that sometimes there is an adequate market for their products 
with products being highly demanded from the month of December to April. The high demand is 
mainly due fasting period for the Orthodox Christians and in addition that is the time when the 
farmers need potatoes seeds. However, low demand of potato and potato products is experienced 
in the months from June to November as this is the high supply period. 
Storage, training and communication 
The retailers store their products for about five days whilst wholesalers store for about a month (29 
days). The capacity of the storage used by retailers is averagely 200 kg whilst that used by 
wholesalers is 14,000 kg. None of the retailers or wholesalers attended training on storage and 
postharvest handling. Face to face communication is the main type of communication used by 
retailers but wholesalers mainly use mobile phones together with face-to-face communication. 
Constraints 
Market related problems mentioned by both retailers and wholesalers include: Price fluctuation, 
inconsistency in supply of produce in the market, spoilage of the potatoes during storage, 
seasonality of the business, lack of a market shade and seasonal fluctuation production due to 
reliance on rainfall.  
Some of the suggestions to manage some of the constraints include: The regulation of potato prices 
by government, provision of a good market shade, supply of improved seed varieties, and control of 
illegal traders should be put in place as well as provision of affordable credit. 
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3.1.1.3 Potato processors  
Only three hotels and restaurants were interviewed as potato processors in Lemo. The gender 
distributions of sole proprietors are two women and one man. With respect to education levels 
attained by potato processors, it was in equal proportions one in each of the three levels of 
education primary, secondary and college/university. Processors are licensed and started operations 
between 2009 and 2014.  
3.1.1.4 Purchase and sales information 
Processors purchase raw potatoes from collectors and large traders. Potatoes are supplied from 
Hossana which is situated within the district. Potato is purchased at a price range of ETB 2.30–
4.00/kg. Most processors use non-motorized transport as means of delivering purchases to the 
premises while others, use animal transport. The average transport cost/kg is ETB 0.0004 and 0.0008 
respectively. The period between October and December records the highest supply of potatoes to 
processors unlike the months between May and September that records low supply.  
Raw potatoes are processed into chips for sale to the customers from within the district. An average 
quantity of 145 kg/week of potatoes is used to make chips that are sold at a price range of ETB 30–
35/kg (Table 6).  
Table 6. Potato purchase and sales information 
Processors N = 3 
Gender of the owner: Male 1 
 Female 2 
Education of the owner (No): Primary  1 
Secondary 1 
College/university 1 
Form of product purchased Raw potato 
Type of supplier Collectors, large traders 
Average weekly purchase in kg 183.33 
Purchase price range 2.30–4.00 
Weekly sales in kg 145.83 
Form of product sold Chips 
Sale price per unit 30–35 
Type of buyer End consumers 
 
Product processing and market condition 
Potato processors engage in value addition activities before selling their products. The activities 
include: cleaning, sorting, packaging and roasting. The cost of value addition is averagely ETB 
1.00/kg. During the survey, there was quantities of potato. The reasons specified for the small 
quantities include high prices of potato, low supply season and the fact that it is during the 
ceremony season. None of the interviewed processors have undergone any formal training. 
Major constraints faced by processors include spoilage during storage and poor quality of potatoes 
supplied. To curb the mentioned constraints, there should be capacity development in storage, 
processing and marketing for the value chain actors. 
3.1.2 Faba bean value chains 
The processes and general actors in the faba bean value chain in Lemo district and the subsequent 
market outlets along the chain are shown in Figure 4. 
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Figure 4. Faba bean value chain in Lemo district 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
3.1.2.1 Faba bean traders 
In the faba bean value chain, four retailers were interviewed who solely owned their businesses, one 
wholesaler a primary cooperative. Three and one retail businesses were owned by male and female 
respectively, male ownership showing dominance. The education level of the proprietors ranged 
from adult education to secondary for the retailers. The retailers began their business less than 5 
years ago whereas the wholesale business has been in existence for more than 5 years. About half of 
the retailers run licensed businesses and none of the wholesalers have licensed their business (Table 
7). 
  
Input suppliers 
 Seed suppliers 
 Seed producers 
 Chemicals suppliers 
 Fertilizers suppliers 
 Farm implements 
 
 
Large traders 
Individual farmers 
Retailers 
Farmer 
cooperatives 
End consumers 
Hotel and 
restaurants 
Wholesalers 
Cafe’ 
End consumers Neighbouring districts 
Within the 
districts 
Beyond the neighbouring districts 
 18 
 
Table 7. Business characteristics for faba bean trader 
Business type Retailer No. = 4 Wholesaler No. = 1 
Ownership/business structure sole proprietor primary cooperative 
Gender of owner (No.): Male 3 0 
 Female 1 0 
Education (No.): Nursery 1 1 
 Primary 1 0 
 Secondary 2 0 
Year started in range  2010–2013  2005 
Licensed (No.): Yes 2 1 
 No 2 0 
 
Retailer and wholesalers purchase dried faba bean grain from individual farmers as well as large 
traders and trade within the district at Hossana, Lemo, Morsito and Shecha. Retailers purchase an 
average of 387.5 kg of dried grains per week and sell 175 kg/week to end consumers whereas the 
wholesaler purchases 5 times more than the retailers (3500 kg/week) and sells (2500 kg/week) to 
hotels and restaurants. Products are highly supplied from November to February and on low supply 
from March to October. The retailers purchase at a price range of ETB 6.25–7.50 whilst the 
wholesaler purchase at ETB 4.25/kg. Products are resold at a selling price range of ETB 6.50–8.20 /kg 
by the retailers and at ETB 6.50/kg by the wholesaler (Table 8).  
Table 8. Purchase and sales information for faba bean traders 
Purchases 
Business type Retailer = 4 Wholesaler = 1 
Form of product purchased dried grains dried grains 
Type of supplier Individual farmer; large trader individual farmer, farmer 
cooperatives, collectors 
Average quantity purchased/week 
in kg 
387.5 3500 
purchase price range/kg 6.25–7.50 4.25 
High supply months November–February December–January 
Low supply months March–October May–August 
Source  Within the district, neighbouring 
district 
Within the district, 
neighbouring district 
Name source location Hossana, Morsito, Doyogena Shecha, Haise, lereba, Morsito, 
Doyogena 
Sales 
Product form sold Dried grains Dried grains 
Buyer End consumer hotel and restaurant, retailers 
Quantity sold/week in kg 175 2500 
Selling price(ETB/kg)  6.50–8.20 6.50 
Selling place Within the district within the district 
Terms of sale (No.): Cash 4 1 
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Retailers add value to dried grains by cleaning at no cost while the wholesaler cleans and packages 
them at an added cost of ETB 0.10 and 0.10/kg respectively. 
The market for faba bean is sometimes adequate as reported by both the retailers and wholesalers. 
Demand is highest from February through to July and this is attributed to the fasting period for the 
Orthodox Christians, low supply season and several functions such as trainings during the same 
period. Mobile technology and face-to-face communication were dominantly used by both the 
retailers and wholesalers to communicate with their customers. 
Products are stored for an average period of 8 and 240 days by the retailers and wholesalers 
respectively. The storage capacity ranges from 350 to 20,000 kg. Unlike the wholesaler, all the faba 
bean retailers had not attended any training on storage and post-harvest management. 
Constraints and suggestions 
The wholesaler mentions lack of market and shortage in supply as a drawback, lack of market 
information, inadequate market, unsustainable market linkage between traders and processors, 
deterioration of the storage facility, rodent and pest attack and spoilage of the faba beans.  
Linking traders to a strong sustainable market could increase their business performance and 
creation of more storage facilities as solutions to curb these constraints.  
3.1.2.2 Faba bean processors 
Hotel restaurant and café were the identified faba bean processors in Lemo district. The two 
businesses were owned by male entrepreneurs who had college/university education. The 
businesses are both licensed and were established less than 5 years ago (Table 9). 
Table 9. Business characteristics for faba bean processors 
Business type Hotel and restaurant 
No. = 1 
Café 
No. = 1 
Ownership/business structure Sole proprietor Sole proprietor 
Gender owner (No.): Male 1 1 
Education owner College/university College/university 
Year started  2010 2013 
Licensed  Yes Yes 
 
Table 9 shows the purchases and sales information for the faba bean processor in the value chain. 
Faba beans are purchased as dried grains or unroasted and splitted form from collectors within the 
district at Hossana. The prices of the product ranges from ETB 14 to 15/kg and November to March 
are considered the high supply months whereas May to August are the low supply months.  
Restaurant and café business sell faba beans in roasted and splitted form known as ‘full’. In addition 
to ‘full’, hotel and restaurant sell ‘Shuro wot’ (roasted and grinded faba bean into flour and then 
cooked to a product). Sales are done within the district by both business actors and are made to the 
end consumers. Hotel and restaurants purchase an average of 4.5 kg/week at ETB 15/kg and the café 
purchases 50 kg/week at ETB 14/kg (Table 10). 
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Table 10. Purchase and sale information for faba bean processors 
Business type Restaurant No.=1 Café No.=1 
Purchases   
Form of product Roasted and splitted; roasted and 
grinded 
roasted and splitted  
Type of supplier Retailers Retailers 
High supply months (ranked) November–March November–February 
Low supply months (ranked) May–August June–August 
Source Within the district Within the district 
Name of the place of source Hossana Hossana 
Quantity purchased/week in kg 4.50 50 
Purchase price ETB/kg 15 14 
Transport  No vehicle used  No vehicle used 
Sales   
Product form sold ‘Full’, ‘Shuro wot’  ‘Full’ 
Buyer  End consumer  End consumer 
quantity range sold/week/kg 4.50 50 
Selling price in ETB/kg 39–52 96–120 
Selling place  Within the district Within the district 
 
The dried faba bean grains are cleaned, roasted and prepared into various foods; ‘Shuro wot’, ‘full’, 
as a way of adding value to the product. The hotel and restaurant hires private millers to carry out 
value addition activities whereas the café does the value addition (Table 11). 
Table 11. Processing, demand and market condition 
Business type Restaurant No.= 1 Café No. = 1 
Value addition Activity 1 Cleaning and roasting Cleaning and roasting 
Value addition Activity 2 Food preparation (‘Shuro 
wot’ and ‘full’ 
Food preparation(‘full’) 
Average quantity added value weekly/kg 4.50 50 
Value added by private miller self 
Value added cost in ETB/kg 2.5 2 
Adequate market  Yes yes 
Months of high demand (ranked) March, April, December March, April, December 
Months of low demand (ranked) June, July, August June, July and August 
 
The restaurant as well as the café reported adequate demand for their products which was higher 
between March, April and December due to the fasting period for the Orthodox Christians in this 
area. All the businesses neither own any storage facility nor received training.  
The major constraint in the faba bean business was poor quality of faba bean supplied by the 
retailers especially the one sourced from outside district which is cheap and of low quality and lack 
of training on storage and food processing. There is need to improve the production and access to 
quality product and provide training to processors. 
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3.1.3 Wheat value chains 
The processes and general actors in the wheat value chain in Lemo district and the subsequent 
market outlets along the chain are shown in Figure 5. 
Figure 5. Wheat value chain in Lemo district 
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proprietor wholesalers who started buying later (1997–2000) and primary cooperative 2004–2005. 
Both the retailers and wholesalers attained an equivalent considerable level of education primary (1) 
and secondary education (6) (Table 12). 
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Table 12. Business characteristics for wheat traders 
Details Retailer No. = 5 Wholesaler No. = 7 
Business ownership/structure (No.): Sole 
proprietor 
4 Primary 
cooperatives (5) 
Sole proprietor 
(2) 
 Partnership Male=1 1 N/A 0 
Female=1 
 Primary cooperative N/A 5 N/A 
Gender of owner (No.): Male 5 
 
N/A 2 
 Female 0 N/A 0 
Cooperative (Number males 
and females)  
Male N/A 800–2160 N/A 
Female 150–400 
Education of respondent (No.): Primary 1 3 0 
 Secondary 4 2 2 
Year started range  1999–2014 2004–2005 1999–2000 
Licensed (No.) All All All 
 
3.1.3.2 Wheat purchase and sales information 
Retailers make an average weekly purchase of 125 kg of raw wheat at a price range of ETB 6.25 to 
7.50 /kg from individual farmers within the district from Hossana. The purchased wheat is mainly 
transported using animals at a cost of ETB 0.025/kg. 
Sole proprietor wholesalers purchase an average of 1625 kg at an average price of ETB 7.00/kg from 
cooperatives and individual farmers within the district from Bobicho, hossana and Shecha. Suppliers 
deliver the raw wheat to wholesalers or wholesalers hire transport at an average cost of ETB 0.01 
and 0.10/kg respectively.  
Primary cooperatives purchased an average of 71,875 kg at a price range of ETB 6.70 to 7.00/kg from 
individual farmers and other cooperatives. The high supply months for raw wheat are from 
November to February and the low supply months from March to October. 
The retailers sell an average of 91 kg/week of wheat to end consumers and processors within the 
district at an average selling price of ETB 7.00–7.80/kg. Most sales are done on cash basis. Majority 
of the retailers (four out of five) reported that there is sometimes adequate market for their 
product. 
The sole proprietor wholesalers on the other hand, sell their raw wheat to processors within the 
district at a selling price range of ETB 7.15 to 7.20/kg. Half of the wholesalers reported at sometimes 
there is enough market. Primary cooperatives sell an average of 6108.33 kg of wheat at a price range 
of ETB 6.70 to 8.00/kg to processors and union. Four retailers reported that there is sometimes 
adequate market for their product. Months of high demand are from December to October and this 
is mainly attributed to the fact that this is during the low supply season and festive season (Table 
13). 
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Table 13. Purchase and sales information for wheat traders 
Business type Retailer No. = 5 Wholesaler No. = 6 
Form of product purchased Wheat grain  Primary cooperative 
(5) 
Sole proprietor 
wholesaler (2) 
Wheat grain Wheat grain 
Type of supplier Individual farmer Individual farmer; 
cooperative 
Individual farmer, 
collectors 
Average quantity purchased /week/kg 125 71875 1625 
Average purchase price/kg 6.80–7.30 6.70–7.00 7.00 
High supply months November–
February 
October–February December, January 
Low supply months March–October March–November March–November 
Source Within the 
district 
within the district within the district 
Name of source location Hossana and 
Jawe 
Bobicho, Hossana, 
Shecha 
Hossana 
Credit term of payment (No.): Yes 0 1 2 
 No 5 4 0 
Transport means Animal transport hired vehicle, 
supplier delivers 
Animal and hired 
workers 
Average transport cost ETB/kg  0.025 0.10 0.01–0.10 
Sales 
Product form sold Raw Raw Raw 
Buyer  End consumer and 
processor 
Processor and union Processor 
Average quantity sold kg/week  91 6108.33 1625 
Selling price average/kg 7.00–7.80 6.70–8.00 7.15–7.20 
Selling place Within the district Within the district Within the district 
Credit terms of sale (No.): Yes 1 2 0 
 No 4 3 2 
 
Wheat is stored for about 240 days by the retailer and for about 113 days by the wholesalers. Three 
wholesalers attended training on wheat storage and postharvest control but none of the retailers 
attended the same. Trainings were conducted between the year 2013–2014. The retailers mainly use 
face-to-face communication whereas the wholesalers use both mobile phones and face to face.  
The following constraints were reported as the main bottlenecks in wheat trading: Huge pricing 
differences between retailers and the wholesalers, lack of sustainable market linkages between the 
traders and the processors hence making acquisition of the product difficult, inadequate support 
from the government and also poor commitment among cooperative members, attack from rodents 
and pests, inadequate storage capacity and spoilage, market price fluctuation, tax estimation, illegal 
traders and seasonality in production. 
The following were the proposed to curb the mentioned constraints: Establishment of a consistent 
customer base by supplying quality products from known and certified suppliers, government to 
ensure good market distribution and control illegal traders, provision of a strong sustainable market 
linkage and creation of fair taxation.  
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3.13.3 Wheat processors 
Three and five processing companies and bakeries respectively were interviewed in Lemo district. 
Men dominate the wheat processing business since seven businesses were owned by male whilst 
only one business was owned by a female. All the wheat processors are educated to a certain level 
with two, five and one having attained primary, secondary and college/university level of education 
respectively (Table 14). Bakeries were in operation much earlier than the flour processing companies 
as they were started from 2004 to 2014 in comparison to flour processing companies that started 
between 2011 and 2014. All the wheat-processing businesses are licensed. 
Table 14. Business characteristics for wheat processors 
Business type Flour processor No. = 3 Bakery No. = 5 
Ownership/business structure (No.): Sole proprietor 0 5 
 Company 3 0 
Gender ofowner (No.): Male 3 4 
 Female 0 1 
Education (No.): Primary  2 
  Secondary 3 2 
 College/university  1 
Year started in range  2011–2014 2004–2014 
Licensed  Yes Yes 
 
3.1.3.4 Wheat purchase and sales information 
Wheat processors buy raw wheat from collectors and individual farmers from within and 
neighbouring and distant districts while bakeries buy wheat flour from the flour processors from 
within and neighbouring districts. The common purchase place is Hossana. Other purchase places 
include Hadge, Shurmo and Worabe.The purchase price range of raw wheat was ETB 5.00 to 7.20 
and for flour 9.00 to 12.00/kg. The wheat processors use hired vehicles and public transport or they 
walk to collect the products or supplier delivers. The processors reported that supplies are high from 
November to April and supplies are low from May to October as shown in Table 15. 
  
 25 
 
Table 15. Purchase and sales information for wheat processors 
Business type Flour processors N = 3 Bakeries N = 5 
Purchase   
Form of product purchased  Raw  Flour 
Type of supplier (ranked) Collector; individual farmer Processors  
Source within the district, neighbouring 
districts, beyond neighbouring 
districts 
within the district; districts 
around my business 
Name of the place of source Hossana, Shurmo, Misha, Gibe, 
Doyogena, Oromia 
Hossana and Worabe 
Average quantity purchased/week in 
kg 
111667 986 
Range purchase price ETB/kg  5.00–7.20 9. 00–12.00 
High supply months November–April December–April;  
Low supply months May–September May–October 
Credit purchase (No.): Yes 2 4 
 No 1 1 
Sales   
Product form sold Flour wheat bran Bread 
Buyer End 
consumer, 
retailer, 
wholesaler 
Retailer, wholesaler End consumer 
Average quantity sold kg/sacks/week 
in kg 
48333 350 986 (flour used to make 
bread) 
Selling price ETB/kg 9.00–9.80 2.60–2.70  N/A 
Credit sale (No.): Yes (No.): 2 0 4 
 No 1 3 1 
NB: One ETB for one loaf of bread of 90 gm. Bakery: Size of bread 100gm, 1500 can be produced from one 
quintal (1 quintal=100kg). 
 
The flour processors sell flour and wheat bran from the raw wheat to end consumers, retailers and 
wholesalers within the district. An average quantity of 48,333kg/week of flour was sold at a price 
range of ETB 9.00 to 9.80/kg. Wheat bran a by-product is also sold to feed retailers and feed 
wholesalers in districts around the businesses. It was sold at a price range of ETB 2.60 to 2.70/kg and 
350 sacks were sold per week.  
The bakeries on the other hand sell bread to end consumers also within the district. An average of 
986 kg of wheat flour was used to make bread sold per week at an average price of ETB 6.42 each.  
All flour processors and two bakeries reported that there is sometimes an adequate market for the 
product whilst three bakeries owners reported an adequate market all the time. The months of April 
to October are reported as the months of high demand by both the flour processors and the 
bakeries whilst December to March are the low demand months. Low demand is because of the 
increase in teff prices, low supply season and ceremony season. 
Only one out of the three of the flour processors attended training on wheat storage and processing 
whilst none of the individuals who run bakeries attended any form of training. The main means of 
communication used by both flour processors and bakeries are face to face communication and the 
use of mobile phones. 
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Constraints 
To flour processors, electric power fluctuation, water scarcity and operating machine problems were 
mentioned as the main constraints the business experienced. The bakers instead reported absence 
of an appropriate marketing place, shortage and poor quality of the flour supplied, electric power 
fluctuation, low demand for the bread, water scarcity and a shortage of the working capital as major 
challenges.  
Stable electric and water supply for the operations would help improve business performance.  
3.1.4 Crop services 
3.1.4.1 Chemicals suppliers 
The crop chemical suppliers interviewed in Lemo district were eight actors; two male sole 
proprietors, one government institution and five primary cooperatives. The highest education level 
acquired by the sole proprietors is secondary education; the government staff has attained 
college/university level education and the primary cooperative attained primary and secondary 
education level. Primary cooperatives began their business between 1986 and 2008, much earlier 
than sole proprietors who began between 2001 and 2011. All the businesses are licensed (Table 16). 
Table 16. Business characteristics for crop chemical suppliers 
Ownership/business 
structure 
Sole proprietor No.=2 
 
Government No.=1 
 
Primary cooperative No.=5 
 
Gender 
owner/respondent 
male Female male 
Education level of 
the respondent 
secondary college/university primary, secondary, 
Year started  2001–2011  1992 1986–2008 
Licensed  Licensed  Licensed Licensed 
 
Pesticides, herbicides and fungicides are purchased and sold by the government, primary 
cooperative and sole proprietors. Private companies supply sole proprietors with pesticides whilst 
the government supplies primary cooperatives. Pesticides are purchased from distant districts but 
within the country by the sole proprietor and government but the primary cooperative purchase 
from within the district. The mode of transportation used to transport pesticides by the sole 
proprietor is public transport whereas the government and primary cooperative use public transport 
(trucks/pickup). 
Herbicides are purchased from distant districts but within the country and are supplied by private 
companies, government and primary cooperatives. The transport used to carry the herbicides from 
supplier includes public transport and animal transport. Fungicides are purchased from distant 
districts but within the country. Public transport is used in ferrying the chemicals from the supplier. 
Pesticides are bought within the district by individual farmers and government institutions. Sole 
proprietors do sell on credit unlike the government and primary cooperatives that sell on a cash 
basis only. Selling price is determined using the set price plus commission by all 3-business entities. 
Herbicides are sold to individual farmers and government institutions within the district. Sole 
proprietors sell on credit but the government and primary cooperative sell on cash basis only. The 
set price plus commission determine price of herbicides. Fungicides are bought by individual farmers 
and government institutions just like herbicides and pesticides. Sole proprietors allow sales using 
credit but government and primary cooperatives do not. 
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Apart from purchasing and selling crop chemicals, the sole proprietors also give advice on how to 
use the chemicals. The government on the other hand also supplies fertilizers, vegetable seeds and 
veterinary drugs and the primary cooperatives also supply seeds and fertilizers. Sole proprietors and 
government staff have been trained on chemical quality control, storage handling and usage but 
none of the primary cooperatives have been trained. Training was conducted in 2013 for both 
business entities. The main type of communication used by the government, sole proprietors and 
primary cooperatives are the use of mobile phones and face-to-face communication.  
Constraints and suggestions 
The constraints reported associated with crop chemical supply include: Price fluctuation of the 
chemicals, poor quality of the chemicals supplied and seasonality of the business.  
Some of the suggestions proposed are: Farmers should have direct contact with the Agricultural 
Inputs Supply Enterprise (AISCO) to get farming chemicals, there should be timely supply of the 
inputs and awareness creation on production inputs, technology and products available should be 
done in order to reduce the effects of the constraints felt in the business. 
3.1.4.2 Seeds producers 
Four seed producers were interviewed in the district; three sole proprietors’ individual farmers and 
one primary cooperative. Except for the primary cooperatives, individual farmers’ business 
structures were solely owned by men. The sole proprietors and primary cooperatives produce 
uncertified wheat and potato seed respectively. The sole proprietorship businesses were started 
earlier than the primary cooperatives. Primary cooperative businesses are licensed while all sole 
proprietor businesses are not licensed (Table 17). 
Table 17. Business characteristics for seed producers 
Ownership/business structure Sole 
proprietor 
N = 3 
Research centre 
N = 1 
Primary cooperative 
N = 1 
Type of seed producer seed producer certified seed 
supplier 
seed producer 
Type of crop Wheat seed Wheat seed Potato seed 
Gender of owner (No.): Male  3 1 1 
Education (No.): Adult education  1 0 0 
 Primary 1 0 0 
 Secondary 1 0 1 
 College/university  1 0 
Year started range  1995–2011 1973 2008 
Licensed  Not licensed Licensed  Licensed 
 
Sole proprietors are the main seed producers and they produce, wheat, faba bean and potato seeds. 
An average quantity of 5031 kg of wheat was purchased per season within the district from office of 
agriculture. The main wheat seed variety produced is Danfie others being Digalu, 604, which is 
produced on a production area averaging 0.623 ha. The foundation seed was purchased at an 
average cost of ETB 11.86/kg from office of agriculture and seed enterprises in 2012. It cost an 
average of ETB 1.68 to produce 1kg of Danfie seed.  
The seed producers also produce potato seed supplied to them by the government, NGOs and 
primary cooperatives. Potato seed is purchased from within the district and also from distant 
districts but within the country. An average of 225 kg of potato seed is purchased per season by sole 
proprietor seed producers. The cooperative produces 3200 kg per year. The source of the potato 
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foundation seed was from office of agriculture, seed enterprises, cooperatives and NGOs and was 
supplied between 2004 and 2014. 
Jalene is the potato variety produced by the sole proprietor whereas Jalene, Gudane and Belete 
varieties are produced by the primary cooperatives. In the case of Jalene variety produced by sole 
proprietor, the average production was done on 0.5 ha with 300kg of seeds and its costs about ETB 
0.587 to produce 1kg of Jalene seed. Jalene foundation seed was purchased from cooperatives and 
NGOs at ETB 9.00/kg. Primary cooperatives received 3500 kg of potato seeds from CIP as a gift and 
they incurred ETB 2 to produce 1kg of seeds (Table 18).  
Table 18. Potato seed production 
Seed type Potato  
Crop input supplier (ranked) Government seed enterprise; NGO; primary cooperatives 
Purchase place Sole 
proprietor 
Within the district, districts beyond neighbouring districts but within 
the county 
 Cooperative Within the district, districts beyond the neighbouring districts 
Average purchase 
quantity/season/kg 
Sole 
proprietor 
300 
Primary 
Cooperative 
3200 kg/year (Gift from CIP) 
Transport means Supplier delivers; animal transport 
Potato seed variety Average 
seed 
producti
on area 
(ha) 
Source of 
foundation 
seed 
Year 
foundation 
seed 
received  
Average 
cost of 
foundation 
seed/kg 
Seed 
production 
cost/kg 
Sole proprietor Jalene 0.5 CIP, 
cooperativ
e 
2002–2006 9.00 0.587 
Primary cooperative  Jalene, 
Gudene, 
Belete 
3.5 CIP 2001 Gift 2 
 
Sole proprietors sell wheat, faba bean and potato seed to individual farmers and to primary 
cooperatives. Sole proprietors sell an average quantity of 400 kg/season of wheat at an average 
selling price of ETB 9.00/kg within the district (Table 19). 
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Table 19. Wheat seed sales information 
Ownership/business structure Sole proprietor 
Wheat seed  
Buyer individual farmers 
Average quantity sold per season/kg 400 
Selling price range/average (per quintal) 9.00 
Selling place within the district 
 
Sole proprietor sells faba beans to individual farmers within the district at an average price of ETB 
8.50/kg and an average of 250 kg is sold per season (Table 20).  
Table 20. Faba bean seed sales information 
Ownership/business structure Sole proprietor 
Faba bean seed  
Buyer Individual farmers 
Average quantity sold per season/range (kg) 250 
 
Selling price range/average per kg 8.50 
 Selling place within the district 
 
Potato seeds are also sold to individual farmers by the sole proprietor at an average cost of 
ETB5.00/kg and an average of 925 kg/season is sold. Primary cooperatives sell potato seeds to NGOs 
within the district at an average cost of ETB 7.25/kg. An average of 15 000 kg of potato seed/season 
is sold by primary cooperatives (Table 21). 
Table 21. Potato seed sales information 
Potato seed Sole proprietor primary cooperative 
Buyer individual farmers 
 
NGO 
Average quantity sold per season/kg 925 
 
15000 
Selling price range/average per kg 5.00 7.25 
Selling place within the district 
 
within the district 
 
Apart from production of certified seed, the research centre is also involved in providing other 
services such as advice to farmers on how to use the seeds. 
The sole proprietors own the following store types; Diffused Light storage (DLS), mud made stores 
and wooden stores with an average store capacity of 4500 kg. The primary cooperative own 
corrugated roof buildings with shelves installed inside also for storage purposes. The buildings have 
a storage capacity of 60,000 kg. All the sole proprietors and primary cooperative members received 
some training on seed production, seed quality maintenance and on production and storage of the 
seeds. Training was conducted between 2010 and 2014 for the sole proprietors, and in 2014 for the 
primary cooperatives. The two main types of communication used are face to face communication 
and use of mobile phones. 
The main constraints reported by seed producers included: Attacks from pest and diseases, shortage 
in supply of seed, water shortage to produce seed all year round, financial constraint, some varieties 
like danfie are difficult to thresh, lack of storage facilities, poor quality of crop chemicals supplied, 
attack of seed by rodents’ pests and spoilage of the seed. 
 30 
 
Some suggestions identified to curb these constraints include: Conduct capacity building on seed 
production of potatoes, construct proper storage facilities, offer favourable seed prices to farmers, 
provision of chemicals to spray the products and provision of affordable credit. 
Seed suppliers 
Seven seed suppliers were interviewed; six cooperative and one government. Primary cooperatives 
started operating much earlier between 1996 and 2011. The primary cooperatives are all licensed. 
Table 22. Business characteristics for seed suppliers 
Ownership/business structure Government institution (1) Primary cooperative (6)  
Type of seed supplied Wheat, faba bean, potato 5 wheat seed; one faba bean 
seed 
Education of respondent (No.): 
 Primary 
0 2 
 Secondary 1 3 
 College/university 0 1 
Year started 1973 2011 
Licensed  Yes Yes 
 
Wheat, faba bean, potato, teff and maize are the crop seed purchased and sold by the seed 
suppliers. The primary cooperatives purchase wheat seed from BOA, government seed enterprises 
and also direct from the farmers. Purchases are done mostly within the district and others from 
district around the businesses and also from distant districts. The average purchase quantity per 
season is 90,857 kg at an average price of ETB 10.29/kg. Animal transport is the common means of 
transport used to transport wheat seed from the supplier (Table 23).  
Table 23. Wheat seed supplier purchase information 
Ownership/business structure Primary cooperative 
Crop input supplier BOA; government seed enterprise; direct from farmers 
Purchase place within the district; from district s around my business; districts 
beyond neighbouring district but within the country 
Average purchase quantity per 
season/range (kg) 
90,857.14 
Purchase price in range/average (per kg)  10.29 
Transport means animal transport; non –motorized transport; hired vehicle  
 
Faba bean is also purchased by the primary cooperative from BOA within the district at an average 
price of ETB 8.37/kg and an average of 12375 kg are purchased per season. Animal transport was 
used to transport faba bean seed from the supplier (Table 24). 
Table 24. Faba bean seed supplier purchase information 
Ownership/business structure Primary cooperatives 
Crop input supplier BOA 
Purchase place Within the district 
Average purchase quantity/season/kg) 12,375 
Purchase price average /average kg 8.38 
Transport means animal transport 
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The primary cooperatives also purchase teff from government seed enterprises and BOA within the 
district at an average cost of ETB 11.75/kg. An average of 3000 kg is purchased per season. Non-
motorized transport and animal transport are used to transport the teff. Maize seed is also 
purchased from government seed enterprises within the district at an average price of ETB 6.80/kg. 
An average of 40,000 kg is purchased per season, which is transported from supplier using animal 
transport.  
Potato seeds are purchased from private companies and BOA within the district by the primary 
cooperative. Private companies and BOA purchase an average of 10,000 kg and 30000 kg per season 
respectively at an average cost of ETB 7.00/kg. The supplier delivers the potato seeds to the unions 
and primary cooperatives (Table 25). 
Table 25. Potato seed purchase information 
Ownership/business 
structure 
Union Primary cooperatives 
Crop input supplier Private company BOA 
Purchase place Within the district Within the district 
Average purchase quantity 
/season/kg 
10,000 30000 
Purchase price in 
range/average (per kg)  
3.75 7.00 
Transport means  supplier delivers Suppliers delivers 
 
Seed sales information 
Primary cooperatives sell wheat, faba bean, teff and maize seed whilst the sole proprietor only sells 
potato seed. Wheat is sold to individual farmers mostly and the union buys the rest. Sales are done 
within the district at an average selling price of ETB 7.89/kg. An average quantity of 39 214 kg is sold 
per season. Potato and maize seed are sold to individual farmers within the district. Potato seed are 
sold at an average selling price of ETB 5.60/kg and an average quantity of 5000 kg are sold per 
season (Table 26). Maize on the other hand is sold at an average selling price of ETB 12.00/kg and an 
average quantity of 16250 kg per season. Faba bean is bought by individual farmers and unions at an 
average price of ETB 7.75/kg and an average of 2375 kg are sold per season. Teff is sold to unions 
within the district at an average selling price of ETB 12.50/kg. 
Table 26. Seed sales information 
Seed type Wheat Potato seed Faba bean seed 
Ownership/business 
structure 
Primary Cooperative Union Primary 
Cooperative 
Input Buyer (ranked) individual farmers; union individual farmers individual farmers; 
union 
Average quantity sold per 
season/range (kg) 
39214.28 5000 2375 
Average selling price/kg 7.89 3.85 7.75 
Selling place within the district within the district within the district 
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Services offered and market condition 
Primary cooperatives apart from supplying the customers with seed, they also supply chemicals, 
fertilizers in addition, one cooperative supply dairy products (milk, butter and cheese) to farmers. 
The union owns DLS for their storage and the primary cooperatives own concrete, wooden and 
cemented stores. Storage capacity for union is 950,000 kg and that for the primary cooperatives 
ranges from 55,000 to 500,000 kg.  
The cooperative members were trained on seed production, quality maintenance and production 
and storage of seeds. Training was conducted in between 2013 and 2014 for the primary 
cooperative members. The main means of communication used by both the union and primary 
cooperative are use of mobile phones, face-to-face communication and letters. 
Constraints 
The main problems faced by seed suppliers include: Shortage of storage, budget deficit, fluctuation 
of the market prices, untimely supply of the seeds, lack of market, financial constraints to purchase 
and supply, low education levels of the members and the resistance to technology by farmers, 
deterioration of the stored seed quality, seed spoilage, inadequate storage capacity and attacks by 
rodents and pests. 
The seeds suppliers suggest production of quality products and inputs, seed-providing enterprises to 
set prices compatible with the farmers’ income capacity timely supply of the inputs and provision of 
affordable credit  
3.1.4.3 Fertilizer suppliers 
Fertilizer suppliers are composed of the government—BOA, and four primary cooperatives. 
Government fertilizer suppliers have attained the highest education level of college/university when 
compared to the unions who have secondary level education and the primary cooperatives with 
primary education level. The government fertilizer supply business began as early as 1973 and that 
of the unions began 1986 and the latest is that of the primary cooperatives which began between 
2003 and 2008. All the business entities are licensed. 
Fertilizer purchase and sales information 
Urea and DAP are the fertilizers purchased and sold by the fertilizer suppliers. The government 
purchases DAP and urea from the federation beyond neighbouring districts but within the country. 
An average of 1,500,000 kg of DAP and 1,300,000 kg of Urea was purchased by the government per 
season. DAP and Urea was purchased from other unions within the district at an average price of ETB 
16.68/kg and ETB 13.27/kg respectively. The union buys an average of 160,000 kg of DAP and 50,000 
kg of Urea per season and these are delivered by the supplier. Primary cooperatives purchases DAP 
and urea mainly from the government and also from farmer groups within the district. About 
252,900 kg of DAP and 35,367 kg of urea are purchased per season and public transport is used to 
ferry the fertilizer or the supplier delivers the fertilizer. Primary cooperatives purchases DAP at an 
average price of ETB 15.00/kg and urea at an average price of ETB 12.39/kg (Table 27). 
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Table 27. Purchase and sales information for fertilizer suppliers 
Ownership/business structure BOA (Office of agriculture) 
(1) 
Primary cooperative (4) 
Purchases 
DAP   
Crop input supplier Federation of union Government, farmer group/association 
Average purchase quantity (kg) 1500000 272175 
Purchase price ETB/per kg 12.30 12.27–16.68 
Transport means Supplier derivers public transport, supplier delivers 
Urea   
Crop input supplier Federation of union Union,  
Average purchase quantity (kg) 1300000 61900 
Purchase price/kg 10.90 10.90–13.27 
Sales 
Ownership/business structure Government Primary cooperative 
Urea   
Input buyer individual farmers individual farmers 
Average quantity sold per 
season in (kg) 
780000 49275 
Selling Price range/average/kg 10.90  10.90–13.35 
DAP   
Input buyer Individual farmers Individual farmers 
Average quantity sold per 
season (kg) 
1485000 194875 
Selling price average/Kg 12.30 12.28–16.76 
 
The government and primary cooperative sell Urea and DAP to individual farmers within the district. 
An average of 1,485,000 kg of DAP and 780,000 kg of Urea is sold by the government per season. 
DAP is sold at prices range of ETB 12.28 to 16.76/kg by primary cooperative and the government 
sells it at an average price of ETB 12.30/kg. The union sells DAP and Urea at ETB 16.68/kg and ETB 
13.27/kg respectively. The union sells an average of 160,000 kg of DAP and 50,000 kg of Urea per 
season. Primary cooperatives sell DAP and urea at selling price range of ETB 12.28 to 16.76 for DAP 
and 10.90 to 13.35/kg for urea. Primary cooperatives sell an average of 194875 kg of DAP and 49275 
kg of urea per season. All prices are set using the set price plus commission. 
Services offered and market condition 
The primary cooperative, apart from supplying fertilizer, also offer fertilizer on credit and at reduced 
costs to farmers and also supply crop chemicals. The government and do not offer any other 
services. 
The union owns a mud store, whilst primary cooperatives own concrete stores and wooden stores 
with cemented floors. Fertilizers are stored for an average of 1460 days by the government and 90 
to 210 days by primary cooperatives. The average store capacity for government stores, union and 
primary cooperative are is 1650, 5000 and 2833 kg respectively. Government staff and members of 
the primary cooperatives have attended training on fertilizer storage, handling and usage and quality 
control of fertilizers. Training for government staff was conducted in 2010 and that for primary 
cooperative members in 2013and 2014. The main means of communication used is face-to-face, use 
of mobile phones and letters. 
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Constraints 
The main constraints faced by the fertilizer suppliers are; shortage in supply of fertilizers, limited 
storage capacity, distribution of fertilizers to final users hence suppliers are left out of the supply 
chain, repackaging costs and lack of awareness of farmers on uses of fertilizers, inadequate storage 
capacity, poor storage facilities, quality deterioration of fertilizers and tearing of fertilizer bags in 
storage.  
Some suggestions to curb these constraints included construction of proper storage facilities, 
balancing of the demand and supply value chain and construction of proper storage facilities. 
3.1.4.4 Farm implements suppliers 
The five farm implement supply businesses in Lemo interviewed were mainly owned by male 
proprietors. Four business owners attained secondary level of education while one 
college/university degree. All the businesses were licensed and most of them began between 2001 
and 2014. 
Farm implements purchased and sold include sickles, hoes, axes, spades, crop sprayers and watering 
cans. All the farm implements were purchased from private companies beyond neighbouring district 
but within the country and sold to individual farmers within the district. The selling prices of the 
implements are determined using cost price plus profit or commission. The suppliers were mainly 
selling on cash basis with few of them extending credit to farmers. Hired transport was used to 
transport the farm implements from the suppliers. Notably, the crop sprayers gave the traders 
highest profit margin per unit followed by sickle and hoes. Only sickle, hoes and spade were sold on 
credit.  
Table 28. Farm implements purchase and sales information 
Farm Implements Number 
bought 
Number 
sold 
Buying price 
(ETB/unit) 
Selling price 
(ETB/unit) 
Profit 
margin/unit 
Sickle 49 46 50.8 62.5 11.7 
Hoe 30 25 78.7 90.1 11.4 
Axe 16 25 60 70 10 
Spade 12 21 48.8 52 3.2 
Crop sprayers 10 8 450 500 100 
Watering can 25 15 50 60 10 
 
Services offered and market condition 
Apart from supply of farm implements, the sole proprietors also provide advice and demonstrate 
usage of the different farm implements procured by the farmers. None of the sole proprietors 
received any training in relation to farm implement supply. The main means of communication used 
to communicate with farmers and suppliers of the implements is face-to-face communication and 
use of mobile phones.  
Constraints  
The main constraints faced in farm implement supply type of business as reported by the sole 
proprietors include; inadequate market for implements, poor quality of implements supplied, high 
price of the implements and seasonality nature of the business. 
To curb some of these constraints the following should be done; considering the implements that 
take into account the purchasing power of farmers, improve farmers’ awareness on the use of farm 
implements in order to increase demand of the implements and inputs to increase product demand. 
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3.2 Crop value chain analysis and potential interventions 
Some of the interventions to support value chain actors in marketing include: 
1. Establishment of warehouse especially for potato which will be an avenue for farmers to 
store and sell potatoes at a later date when prices are expected to be higher. Furthermore, 
warehouse will enable consistent supply of produce year round between the producers and 
traders. 
2. Enhance market linkages among the actors in the value chain. Stronger linkages all the way 
from the input suppliers to the end consumers will lead to a more efficient value chain 
where inputs will be available to ensure proper production of the necessary products. In 
addition, demand signals will be clearly communicated to the producers. 
3. Supply quality seed suitable for processing. Supply quality seed suitable for processing. 
Quality seeds should be supplied to farmers along with knowledge on how to maintain them 
accordingly. This will be a key step in bridging the yield and quality gap between current and 
potential production. 
4.  Improved post-harvest management practices (post harvesting and handling). 
5. Seed system (Community seed production) and linking it with seed producing cooperatives 
especially for faba bean. 
6. Strengthen Market linkage for producers and primary cooperatives (seed as a business) in 
wheat production. 
7. Establishment of irrigation facilities for the research centre to produce potato seed and 
improved varieties suitable for the processing. 
8. Capacity building intervention for research centre, seed production and marketing 
cooperatives (SPMS). 
9. Training on how to use farm implements, sensitization and linkages with producers plat 
forms. 
10. Provide training to faba bean processors especially in preparation of ‘full’ and ‘shuro wot’ 
11. Promote formation of wheat traders association to improve supply of quality wheat grain for 
flour factories and/or improve operating machine of flour factories 
12. Improve availability of electricity and water to ensure sustainability in processing 
13. Developing modern storage technology for potato 
14. Conduct capacity building on seed production and organize farmers into seed producers 
group 
15. Repackaging of fertilizers and chemicals so that farmers can buy the desired amount 
16. Improve local capacities to produce farm implements with low cost  
17. Improve access and use of chemicals for storage pests 
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4 Livestock value chains 
4.1 Livestock value chain results 
4.1.1 Dairy value chain 
Milk is produced by 21,867 local cows and 2,086 cross breed cows in Lemo district.3 Most cross 
breed cows are kept by farmers in urban and peri-urban areas where they are used to produce fresh 
milk for urban consumers and the dairy businesses interviewed and described in this section. Local 
cows are found in rural and peri-urban areas. The milk produced from these cows is mostly used for 
home consumption and processed on farm (sometimes by women groups) into lactic butter, using 
local churning technologies. Part of the milk from local cows in peri-urban areas is also sold as fresh 
milk, especially during peak demand periods.  
In Lemo district, sampled dairy value chain actors, who buy and process milk include one 
cooperative (Habebo) and one small scale private processor (John’s farm). Hosanna also has a dairy 
cafe and hotel/restaurants which purchase and serve dairy products. Butter is traded by privately 
owned businesses. 
It is noted that sampled butter traders are all female. Most value chain actors have secondary 
education or more. Also, several dairy value chain businesses were started in the past 10 years, 
indicating a growing commercialization of the value chain. 
Table 29. Sampled dairy value chain actors in Lemo district 
 Indicator Dairy businesses Dairy cafe Hotel restaurant District butter traders 
Coop.  Private 
owner 
Private owner Private  
owner 
Private 
owner 
Sample size 1 1 1 3 5 
Gender NA 1 M 1M 2 M 
1F 
 
5 F 
Education NA 1 college 1 college 2 College 
1Secondary 
2 prim or less 
3 sec or more 
Year started  
1<10yr 
 
1< 10yr 
 
1<10yr 
 
3<10yr 
3>10yr 
2<10yr 
Licensed 1 (100%) 1 (100%) 1 (100%) 3 (100%) 5 (100%) 
 
4.1.1.1 Dairy processing and collection businesses 
There are two small scale dairy processing businesses for fluid milk in and around Hossana town. 
One is the Habebo milk collection and processing cooperative (112 members, 62 male, 50 female) 
and the other is the privately owned John’s Farm.  
The Habebo cooperative collects and processes morning and evening milk. Its main facilities are 
located in Shecharoma PA—4 km south of Hossana town, where milk is collected and processed. 
Two other sites contribute to the collection of milk. The first one is located in Haise PA, where a 
collection centre is located, from where milk is transported by (rented) donkey cart to the 
cooperative processing centre. The other site is a collection point in Hossana town, from where milk 
from urban farmers is transported by ‘bajaj’ to the cooperative processing centre. Milk is purchased 
from members and non-members. The cooperative processes the bulk of the fresh milk into butter 
(using a cream separator) and ‘ayeb’ (from the skimmed milk). Butter and ‘ayeb’ are sold in a small 
                                                          
3. Excluding the urban cattle population. 
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kiosk/shop (owned by the cooperative) in Hossana town. Part of the by product from the ‘ayeb’ 
processing i.e. whey, is sold to members and non-members. Small quantities of raw milk and ‘irgo’ 
(natural fermented yoghurt)—less than 3%—are sold to individual consumers and hotel/restaurants.  
John’s farm produces the bulk of the milk on his own farm and the rest is purchased from 
neighbouring peri-urban farmers. He pays the farmers around ETB10.5/litre—payment is once a 
month. Milk is processed into the same products as the Habeba cooperative, and sold from his shop 
in town. His processing equipment includes a small electric cream separator. His sales price for 
butter is 123/kg and ‘ayeb’ETB36/kg. His dairy farm is modern in design and supplementary feeding 
with purchased concentrate and whey is practiced. 
Both businesses use a lacto meter to test the quality of the milk (dilution). Milk is stored in plastic 
containers and dairy products in freezers. Training on milk processing for the cooperative in the past 
was provided by ACDI/VOCA. John’s farm did some practical training at Genesis farm in DebreZeit. 
Table 30. Purchase and sales data of sampled dairy businesses in Lemo 
 Cooperative John’s dairy processing farm 
Sample size  1 1 
Purchase   
Litres of milk/month low–peak 
period  
9000–10800 8400–11,400 
Purchase price/l (ETB) 10 10.5 
Evening milk purchase Yes Yes 
Suppliers Cooperative farmers, non-
cooperative (urban, peri-
urban/rural)  
Own production 
Peri– urban/urban farmers 
Test method used Lactometer  Lacto meter 
Sales   
Litres raw milk/month low–peak 
period 
30–120 90–450 
Sale price raw milk/litre 12 11 
Buyers raw milk End consumers, hotels and 
restaurant, dairy cafe  
End consumers, hotels and 
restaurant  
Litres irgo/month: low –peak 
period 
120–210 60–240 
Sale price irgo/litre 12 15 
Buyers irgo End consumers  End consumers 
Kg butter/month 345–420 510–1500 
Sales price butter/kg 138 –140 123 
Buyers butter End consumers, hotel and 
restaurant 
End consumers, hotel and 
restaurant 
Kg ayeb/month 1170–1500 2100–4500 
Sales price ayeb/kg 35–40 36–40 
Buyers ayeb End consumers, hotel and 
restaurant 
End consumers, hotel and 
restaurant 
Litres whey/month: low –peak 
periods 
3300–4000 4500–11000  
Sales price whey/litre 0.5–1 1.5 
Buyers whey Farmers (members, non-members) Use for own farm, neighbouring 
farms 
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The cooperative mentioned lack of transport, milk collection centre, forage and the price of feed 
(mix) and as a bottleneck, while John’s Farm would like to see more market linkages. 
4.1.1.2 Butter traders 
Besides production of fresh butter by the cooperative and private dairy processors, lactic butter 
processing takes place at home by women as a household activity. When small quantities (0.5–1 
litre/day) are produced, informal women groups (3–5 members each) engage in collective (group) 
processing on a rotational basis (butter ‘wujo’). Milk is usually churned after 2 days of souring and 
each member contributes the same amount of sour milk for the one who churns. Quantities churned 
in one session are therefore larger and the amount of time each woman spends on churning per kg 
of butter is reduced. It was noted however that such a system may no longer function with 
traditional technologies once daily milk quantities per household increase as a result of production 
interventions. 
Three of the sampled butter traders in the district buy their butter from farmers in the district 
(Hossana Saturday market), while 2 buy from outside the district especially Hadero, Mudale and 
Areka market. They use visual inspection and smell to test the quality of the butter. Sales are mostly 
made to consumers and hotel/restaurant in the district. One trader also sells butter to the Addis 
Ababa market. 
Prices vary, reportedly because of market access and butter quality. Mature butter (for cooking) 
fetches a higher price than fresh butter (cooking and cosmetic). Margins between sales and 
purchase price of sampled butter traders vary from 4–15%.  
Butter demand and supply vary over time with peak demand during months of religious and cultural 
holidays and harvesting season. Supply is determined mainly by availability of feed. 
Traders mention inaccurate weighing by collectors and unmatched supply and demand as problems 
and propose a more regulated market. 
Table 31. Purchase and sales data of sampled butter traders in Lemo 
Sample size  5 
Kg butter/month/trader: Low–peak period 24 – 100 
60–120 
60–120 
40–100 
40 – 60 
Type of supplier Farmers, collectors/village traders 
Source From the district (3) 
From outside district (2) 
Type of buyer Consumers (4) 
Hotel/restaurant(1) 
Destination Within district 
Outside district(Addis Ababa) 
Butter price range purchase/sales (% 
sales/purchase margin) 
105–120/115–135 (11%) 
110–125/120–130 (6%) 
115–130/130–150 (14% 
120–140/125–145 (4%) 
115–120/130–140 (15%) 
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4.1.1.3 Hotels, restaurants, dairy cafes 
Two types of businesses which serve and/or use dairy products are distinguished in Lemo i.e. i) dairy 
cafes and ii) hotel/restaurants.  
The sampled dairy cafes purchase about 700 litre of fresh milk/month from individual farmers and 
the cooperative and boil part of the milk, while the other part is soured into ‘irgo’. Both products are 
served to the customers in the small café. 
The sampled hotel/restaurants purchase small quantities of milk from farmers (one restaurant 
produces its own milk) as well as lactic butter and ‘ayeb’ from farmers and the coop. All products are 
used to prepare meals and drinks for customers in the restaurants. Products are stored in fridges—
no training was received in processing and storage. Dairy cafes and the restaurants complain about 
low (inadequate) seasonal supply, poor quality and encourage market oriented dairy development. 
Table 32. Purchase and sales data of sampled dairy serving businesses in Lemo district 
Indicator Dairy cafe Hotel/restaurants 
Sample size 1 3 
Purchase   
Av litres of raw milk/month  700 200, 280 and 360 
Purchase price/litre 12 11.5–12, 10.6 
Suppliers Urban farmers and coop Farmers, Own production 
Av. Kg ayeb/month  – 60 
Price ayeb/kg – 40 
Supplier/source – Farmers, coop 
Kg butter/month (average) – 56, 4, 200 
Price butter/kg – 130–150, 110 
Suppliers/source  Traders, coop within the 
district 
Sales   
Litres boiled milk/month 420  
Sales price boiled milk/cup 5.5  
Av. litres irgo/month 280  
Sales price/cup 7.5  
4.1.2 Large and small ruminants value chain 
The number of oxen and bulls in Lemo district total 22,713 and 10,116 respectively. The number of 
small ruminants includes sheep (26,609) and goat (21,823).  
Sampled businesses involved in trading large and small ruminants/products include traders (village 
and district level), butchery restaurants. All are privately owned, mostly by males. Most business 
owners have benefitted from secondary education and have started in the past 10 years. 
Table 33. Sampled small and large ruminants’ value chain actors Lemo district 
Indicator Traders Butchery restaurant 
Small ruminants Large ruminants 
Sample size 5 5 5 
Gender 5 M 5 M 4 M 1 F 
Education 3 prim 
2 sec 
2 prim 
3 sec 
2 prim 
3 sec 
Year started 5<10yr 1>10yr 
4<10yr 
2>10yr 
3<10yr 
Licensed 1 (20%) 1 (20%) 5(100%) 
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4.1.1.1 Small and large ruminant traders 
Small ruminants’ traders buy animals for slaughter (consumption) from within and outside the 
district from farmers and small traders/village collectors. The age of purchased animals ranges 
mostly from 1 to 2 years reflecting the variation in demand by the potential customers. Animals are 
sold to hotel/restaurants and individual users and some larger traders in the district. Purchase prices 
range from ETB 500–1500 and sales prices from ETB 600 –1800. Margins between purchase and 
sales prices are about 11 to 21%.  
Large ruminants’ traders also buy animals for slaughter from inside and outside the district from 
farmers and traders. Age ranges from 2 to 10 years reflecting the variation in demand by different 
customers. Animals are sold to hotel restaurants and consumer groups (who share the meat), as well 
as large traders. Animals purchased by larger traders also sell outside the district. 
Some of the traders are also involved in trading small ruminants for reproduction and fattening and 
large ruminants for ploughing/fattening. The bulk of this trade was reportedly taking place between 
farmers.  
Table 34. Purchase and sale data sampled animal traders Lemo district 
Indicator Small ruminants traders Large ruminant traders 
Sample size 5 5 
Animal for slaughter 
No of traders involved 5 5 
Average age animals (years) 1–2, 1–2, 1–2, 1–3, 1–2 4–8, 4–10, 4–6, 6–9, 2–4 
Av no. animals/month 26, 28, 32 (2), 40 40,24 (2),52(2) 
Suppliers Farmers (5) and small traders 
(4)  
Farmers and small traders (5) 
Source Within (2) and outside (3) 
district (Doyogena) 
Within (4) (Hossana, Lisana) 
and outside (1) district 
(Shinshicho, Keleta, Butajira, 
Fonko) 
Buyers End consumers, Hotel/rest (2)  
Large traders (2) 
Hotel/rest. (2) 
Large traders (1) 
End consumer (in group) 
Destination Within district (5) Within (4) and outside (1) 
district (Duna, Worabe), Addis 
Ababa 
Price margin/animal: purchase/sale 800–1000/900–1100  
500–1300/600–1500  
600–1500/750–1800  
670–800/700–1000  
600–800/700–900  
5700–8000/5900–8400 
5000–6500/missing 
5550–6550/missing 
6500–7500/6700–8000 
6000–10000/6500–11200 
Animals for fattening/reproduction/ploughing 
No of traders involved  1 (20%) 4(80%) 
 
The number of animals traded varies considerable during peak and low trade periods. A drop in large 
ruminants supply from 30 to 58% was observed amongst the sampled traders during low periods 
and 20–70 % for large ruminants. Also prices drop during the low season ranging from 29 to 39% for 
small ruminants and 25% for large ruminants.  
Seasonality in trade is influenced by i.e. availability of feed, high demand during religious and 
cultural holiday and harvesting season. Furthermore, small sheep are reportedly sold during the crop 
planting season to raise cash for expenses. 
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Table 35. Seasonality sampled animal traders Lemo district 
Indicator Small ruminants traders Large ruminantstraders 
Sample size 5 5 
Animal for slaughter   
Percentage of animals traded 
low/peak periods 
7–10 (70%) 
5–12 (42%) 
5–8 (63%) 
5–7 (71%) 
4–6(67%) 
5–10 (50%) 
12–15 (80%) 
3–10 (30%) 
5–7 (71%) 
6–20(30%) 
Percentage price/animal: low–
peak months 
700–1000/800–2000 (61%) 
700–1000/900–1500 (71%) 
700–1000/900–1500 (71%) 
700–1200/1000–1800 (68%) 
600–700/800–900 (77%)  
 6500–8800/9000–11200 (75%) 
7500–9000/10,000–12,000 (75%) 
 
 
Traders complain about sick animals, market fluctuations/linkages and lack of credit. Traders of large 
ruminants usually have to use the services of a farmer to keep the animals from the day of purchase 
to the day of sale—usually one week. Payment is based on a share in the profit—roughly 1/3. The 
livestock keeper accompanies the trader to the market to buy and sell the animals. It is sometimes 
difficult to find reliable farmers to keep the animals.  
4.1.1.2 Butchery restaurants 
All five sampled butchery restaurants purchase live animals and serve large ruminants meat while 2 
also purchase live animals and serve small ruminants meat. Restaurants purchase animals mostly 
within the district from famers and small traders. Small ruminants purchased/used vary in age from 
1 to 3 year, reflecting variation in demand. Large ruminants vary from 3 to 10 years. It was reported 
that restaurants prefer to purchase less quality small ruminants (at lower cost) to increase profit 
margin. 
All sampled restaurants had their own butchery, where small ruminants are slaughtered and 
butchered, while large ruminants are slaughtered in the abattoir and butchered in the restaurant. 
Demand is high during holidays and harvesting periods, low during fasting periods; supply is low 
during planting season, when oxen are used for ploughing and high during periods of feed shortages 
All meat from small ruminants is served in the restaurants, a small portion (15–25%) of the meat 
from large ruminants is sold to outside customers.  
Restaurants complain about lack of fattened animals and poor supply and quality animals during the 
dry season.   
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Table 36. Purchase data sampled butchery restaurants in Lemo district 
Indicator Small ruminants  Large ruminants  
Sample size 2 5 
Av age animals (years) 1–3 (2) 5–10, 3–10, 3–8, 8,  
Av number of animals/months: 
low and peak periods 
20–28 
12–24 
 
16–24 
12–24 
16–24 
16–32 
4–8 
Av price/animal 900–1500 
800–1100 
 
6000–9000 
8000–13000 
7000–15000 
7000–9000 
5000–5300 
Suppliers Farmers and traders (2) 
 
Farmers (5) 
Small traders (5) 
Source Within and outside district Within district and outside district 
Meat sold outside restaurant  0 5 sell out side (15–25%) 
 
 
4.1.3 Livestock service/input providers. 
Four main service providers support the dairy and large and small ruminants value chain businesses 
i.e. the abattoir, livestock feed producer/traders, the veterinary services and the AI services. 
4.1.3.1 Abattoir 
The district abattoir is owned and operated by the Hossana municipality and only slaughters large 
ruminants. The number of slaughtered animals varies and peaks during holiday month (January, 
April and September). Most animals are slaughtered for the butchery restaurants and are over 4 
years of age. 
Slaughter by-products are reportedly sold to Chinese workers, while hide and skins are preserved 
with salt and sold to traders through public announcement by the abattoirs. 
Staff complained about the ‘outdated’ facilities and lack of training. 
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Table 37. Details of slaughtered animals In Hossana abattoir 
Type of 
animals/age 
Total 
number 
animals/yea
r  
Peak 
months 
Daily 
number 
in peak 
period 
Low 
months 
Daily 
numb
er in 
low 
perio
d 
Slaughter 
charges 
Customers
3 
(can 
be more than 
one–start with 
highest %) 
LR> 4 year 6000 January 
February 
April 
End of 
May 
Septembe
r 
20–25 July and 
August 
10–15 155ETB/head Hotel/restaurants 
 
4.1.3.2 Livestock AIB feed producers/traders 
The crop areas, which can contribute to the production of agricultural industrial by-products in Lemo 
district include wheat i.e. 10,392ha with total production of 29,097 t, pulses particularly faba bean 
and field pea with area of 1947ha and 503ha with total production of 4867.5 t and 1031 t, 
respectively (source, BOA, 2012/2013). 
There are several service providers involved in the production of supplementary feed for dairy and 
fattening, i.e. wheat flour factories and a feed processing union, (primary) cooperative and privately 
owned feed traders/distributors retail outlets. 
All sample businesses were male owned/operated and started in the past 10 years, indicating a 
growing demand for these products. 
Table 38. Sampled livestock feed producers/traders Lemo district 
Indicator Flour factory Feed processor Feed traders/shops 
Private  Union Coop Private owner 
Sample size 4 1 1 5 
Gender 4 M NA NA 5 M 
Education 1 prim 
2 sec 
1college 
NA NA 2 prim 
3 sec 
Year started 4<10yr 1<10yr 1<10yr 5<10yr 
Licensed 4(100%) 1(100%) 1(100%) 5 (100%) 
 
It is observed that wheat millers in the rural and urban centres provide milling services for farmers 
and consumers, especially cereals and pulses. The by products resulting from this milling service is 
small and mostly used by farmers themselves and/or sold to other farmers directly. 
Wheat flour factories 
Four (4) sampled wheat processing companies, buy the wheat from farmers in the district and 
produce flour (main product) and wheat bran as a by-product (livestock feed). They sell the bran, 
mostly in bulk to traders and primary cooperatives in the district. Considerable variation in demand 
exists with peak month occurring the months in which green fodder is not readily available. Part of 
the bran is also sold to neighbouring districts. 
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All 4 sampled wheat millers test and package their bran and one also labels it. All of them have 
ample storage facilities. 
Companies complained about irregular power supply and low demand for products. Private 
companies also mentioned lack of demand in the district. 
Table 39. Production and sales data wheat bran wheat flour mills 
Indicator Low period Peak period 
Month May, June, July, August, 
September 
Nov, Dec, February, March and 
April 
Quantity sold kg/month 48,000, 4000, 10,000, 8000 60,000, 40,000, 12,000, 60,000 
Price/kg (ETB) 2.5–2.8,1.8–2.4, 2.5–2.7,1.7–2.3 
Type of animals Dairy cows, large ruminant (oxen) small ruminants 
Buyers Traders (retailers and wholesalers), Primary cooperative 
Destination Within district, outside the district (Wolaita, Kembata-Hadero, 
Shinshicho, Bonbe,Marie) 
 
Feed processing union 
The Licha Union processes wheat and produces flour and wheat bran. The latter is then mixed with 
other ingredients by their feed processing unit into concentrate mixtures for dairy and fattening. 
They purchase oilcake from outside the district as well as small quantities of salt and minerals. 
Technical assistance for the preparation of mixtures has been provided by the ACDI/VOCA feed 
project. 
Dairy mix is sold to primary cooperatives in and outside the district, commercial dairy farmers in the 
district and traders, while the fattening mix is sold to primary cooperatives in and outside the 
district, and government institutions. They also sell to urban/peri-urban farmers (minimum quantity 
50kg).  
Similar as the private wheat processing companies, the Union mentioned the irregular power supply 
as the main bottleneck for its production.  
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Table 40. Sales data of feed processing union 
Indicator Low period  Peak period  
Suppliers Wheat bran (own), oil cake, salt and limestone (outside) 
Months May, Jun, Jul, August Sep, 
Oct 
Jan, Feb, Mar, Apr 
Dairy mix 
Quantity sold kg/month 30,000 50,000 
Price/kg 4.2–4.60 
Buyers Primary cooperatives (Ambicho Gode Coop), commercial farms (John 
farm, Desta farm and Tesfaye farm) and traders 
Type of animals  Dairy cows 
Destination Within district and outside the district (Oromia-Becho Coop) 
Fattening mix 
Quantity sold kg/month 20,000 40,000 
Price/kg 4.2–4.60 
Type of animals  Large and small ruminants 
Buyers Areka Research centre, primary cooperatives (Ambicho Gode Coop), 
urban peri-urban farmers (cooperative and non-cooperatives) 
Destination Within district and outside the district (Areka research centre, Oromia-
Becho Coop) 
 
Feed traders/shops 
The sampled primary cooperative purchases wheat bran from the private flour mills and dairy mix 
and fattening mix from the Union. It retails the products to its members and non-members.  
Traders also buy wheat bran from flour factories and dairy mix from the Union and retail to farmers 
(coop and non-coop) as well as to primary coops. –fattening mix is not sold to the traders. 
It is noted that oilcake is not purchased and sold by the cooperatives and privately owned feed 
shops in the district. 
Traders and cooperative mention low demand for the concentrates and propose training in fattening 
and dairy to increase demand. 
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Table 41. Purchase and sales information sample feed traders/shop Lemo district 
Indicator Primary cooperative Private owner 
Sample size  1 5 
Wheat bran 
Suppliers Flour factories Flour factories 
Source Within the district Within the district 
Quantity wheat bran sold: low–
peak period (kg/month) 
4800–6000 800–1600  
2800–3600 
1200–1600 
800–2000 
12000–20000 
Purchase–sales price margin/kg 2.0–2.20 2.80–3.25 
2.60–3.00 
2.80–3.00 (2) 
3.30–3.40 
Buyers Farmers (coop members) Farmers (coop and non-coop),  
Destination Within district Within district 
Dairy mix 
Quantity dairy mix sold: low–peak 
period (kg/month) 
4000–4800 800–1200 
Purchase–sales price margin/kg 4.8–5.0 4.0–4.2 
 
Buyers Farmers (coop members) Farmers  
Destination Within district Within district 
Fattening mix 
Quantity fattening mix sold: low–
peak period (kg/month) 
11,200–21,200 NA 
Purchase–sales price margin/kg 4.8–5.0 NA 
Buyers Farmers (coop members) NA 
Destination Within district NA 
The demand for these products coincides with the availability of other fodder sources in particular 
green fodder. 
4.1.3.3 Veterinary services/supplies providers 
Veterinary services are provided by the public as well as private sector. The public sector employs 16 
assistant veterinarians and a veterinary doctor. The service is provided in one central place in the 
Hossana town and 12 centres at PAs level. Three to four PAs are clustered and served in one PA 
centre. Beyond providing the service in one central place in the PAs, the veterinarians move within 
the PAs and provide the service upon call/invitation of farmers who need the service. The farmers 
pay marginal price for the service they get. For the drug purchase, zone department of agriculture 
provide fund in cash and sometimes in kind. The fund is managed by the district office of agriculture 
and used as revolving fund.  
The five sampled drug shops are privately owned and, mostly male owned (80%) All 
owners/operators are educated (diploma or above) and 4of 5 have started in the past 10 years. 
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Table 42. Sampled public and private veterinary services/drug shops in Lemo district 
Business type Veterinary 
drug/services 
Veterinary drug/services Vet shop 
Ownership Gov district (N=1) Gov(Jewe PA) (N=1) Sole proprietor (N=5) 
Gender owner NA NA 4 M 
1 F 
Education owner NA  NA 3 diploma 
2DVM 
Year started 1 >10yr 1 <10yr 1>10yr 
4<10yr 
Licensed 1 (100%) 1 (100%) 5 (100%) 
 
The most frequently purchased vet drugs are antibiotics, followed by vaccines and antihelmetics. 
Antibiotics, antihelmetics and supplements are normally purchased from traders/importers from 
outside the district, although some local purchases between suppliers takes place. The public sector 
at district level purchases through the government and supply PA centres, however they also 
purchase from private shops. Vaccines are purchased and supplied through the government system. 
It is noted that 2 of the DVM educated vet shop owners also deal in vaccines. These shops also 
provide (licensed) veterinary services for their clients.  
All drugs are used for the animals targeted in the dairy and large and small ruminants’ value chains. 
They are supplied to farmers, government outlets, para vets and other retail outlets. Vaccines are 
only supplied/used for farmers.  
Considerable variations were observed between peak demand/supply months of the drugs between 
government and private sector. Private sector suppliers seem to be the dominant sellers during the 
peak demand seasons (like the rainy season), while government peak supply is sometimes related to 
campaigns.  
Sales–purchase price margins for the public sector vary from 0 to 4%, while private sector margins 
are 7 to 74 %. Profit margins seem to be highest for antihelmetics and supplements. 
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Table 43. Purchase and sales data public and private drug suppliers 
Indicator Public sector vet services Private services/shops 
Rank/use 1 Antibiotics 
2 Vaccines 
3 Antihelmetics 
4 Supplements 
1 Antibiotics 
2 Antihelmetics/vaccines  
4 Supplements  
Antibiotics 
Price margin antibiotics: 
Purchase–sale (ratio 
sales/purchase price) 
25–94/25–98 (district) (1.03) 
16–94/18–94 (PA) (1.02) 
 
 17–77/22–80 (1.08) 
20–90/22–92 (1.04) 
20–93/25–96 (1.07) 
58–65/65–70 (1.09) 
23–88/25–90 ((1.04) 
Type of buyer Farmer  Farmers, Para vet, govt, vet retail 
shop 
Type of animals Large and small ruminants and 
dairy cows, poultry, equines 
Large and small ruminants and 
dairy cows, poultry, equines 
Peak demand months During dry season when immunity 
is low due to lack of fodder. 
May, June, July, Aug, Sep, Oct 
Vaccines 
Price margin vaccines:  
Purchase–sale (ratio 
sales/purchase price) 
 35–60/35–64 (district) (1.04) 
25–50/25–50 (PA) (1) 
16.5–20/20–23.5 (1.19) 
15–20/16–24 (1.14) 
Type of buyer Farmer  Farmer  
Type of animals Large and small ruminants and 
dairy cows, poultry, equines 
Dairy, small and large ruminants 
Peak demand months Vaccine campaign 2x times/year 
(Sept/Oct and April/May) 
Jan, March, April 
Antihelmetics 
Price margin antihelmetics 
Purchase–sale (ratio 
sales/purchase price) 
 0.75–4/0.75–4 
1–4/1–4 
 4.6–7/5–8 (1.12) 
3.5–6.5/4.5–7 (1.15) 
1–3.3/1.5–6.0 (1.74) 
2.2–5.7/2.5–6.0 (1.08) 
1.6–5.50/2.0–6.0 (1.13) 
Type of buyer Farmers Farmers, vet retail shops, paravet, 
govt, farmers group 
Type of animals Large and small ruminants and 
dairy cows, poultry, equines 
Dairy, large and Small ruminants, 
equines 
Peak demand months  July, August, Sept, Oct  May, Jun, Jul, August, Sep, Oct 
Supplements 
Price margin supplements 
Purchase–sale (ratio 
sales/purchase price) 
 60–70/60–73 (1.02) 
35–150/35–150 (1) 
 
20–40/38–60 (1.63) 
15–32/18–35 (1.13) 
15–35/18–38 (1.12) 
2–10/4–13 (1.4) 
Type of buyer Farmers Farmers, Paravet, govt, vet retail 
shop 
Type of animals  Large and small ruminants and 
dairy cows, poultry, equines 
Dairy, Large and small ruminants, 
poultry, equine 
Peak demand months All year (as needed) All years needed) 
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Public and private suppliers mentioned illegal trade/use and (subsidized) pricing as bottlenecks and 
recommend increasing knowledge/awareness of diseases of farmers. 
4.1.3.4 AI services 
Providing AI service for the district farmers is part of the public sector livestock extension program. 
Besides the livestock staff, four technicians were trained on AI at Wolaita Sodo AI centre. However 
currently, only two of them are engaged in the AI work—the others are not due to budget limitation. 
Using these staff, the service provision is being carried out in three ways: i) in 12 centres at PA level 
where farmers’ service cooperatives found—three to four PAs get the service in the clustered 
manner on a weekly base ii) daily, in the compound of the agriculture office iii) at request of 
individual farmer—who call to the office for the AI service—the technicians provide mobile services. 
Farmers, pay ETB 5 per insemination per cow. If the cow does not conceive, the farmers get the 
service up two to three times without payment. 
In addition, the district is participating in the hormone assisted mass insemination. In 2013/2014 7 
PAs participated i.e. Bikuna, Ashe, Uppergana, Goratume, Jewe,Digba and Mesena bako with 139 
cows. Both individual AI and mass service is not satisfactory. 
4.2 Livestock value chain analysis and interventions 
The analysis presented in this section is based on a review of the linkages described and the present 
status/performance of the agribusinesses and their supporting businesses/services. Potential 
interventions are identified through comparison (gap analysis) of these findings with other districts 
and projects. Potential interventions are subdivided into those which may contribute to increased 
demand and those which may contribute to increased supply of the raw product. 
4.2.1 Fresh milk value chain in peri-urban areas 
Fresh milk value chain businesses 
The amount of milk produced from a 2,086 cross breeds can be estimated at about 1.5 million litres 
annually by assuming that 50% of cows are lactating during any one year, lactation period is around 
200 days and average daily milk yield is 7.0 litres/year (LIVES baseline data).  
As indicated in the result tables, agribusinesses involvement in the purchase and sale of fluid milk is 
very limited, since the cooperative and private processing businesses convert most of the milk into 
butter and ‘ayeb’. Dairy cafes and restaurants only consume very small quantities of milk (10 -30 litre 
daily). Hence, most milk sales in urban centres take place directly between farmers and consumers 
Based on the data summarized in the result section, the linkages between the fresh milk agri-
businesses in Lemo district are summarized in Figure 6. 
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Figure 6. Fluid milk value chain business linkages in Lemo 
 
 
 To determine demand, a consumer demand study on milk and dairy product is proposed, 
including individual consumers as well as potential institutional buyers such as hospitals, 
schools. The study may identify consumer preferences for such new products, using (blind) 
tasting methods.  
 To improve the performance of the actors involved in the purchase of milk, milk marketing 
groups are proposed to supply to specific outlets such as dairy cafe and hotel restaurants—
thus reducing the marketing cost/unit of milk for individual milk producers. Alternatively, 
milk collectors may be used as intermediaries to buy milk from individual farmers for selling 
to the specific outlets and individual consumers or consumer groups. 
 The dairy café presently does not sell raw milk to outside customers but could be 
encouraged to do so. The cafe could expand sales linkages to include hotel restaurants and 
other institutional buyers (based on the outcome of the demand study). The ultimate aim of 
such a strategy would be to increase the volume of milk sold as well as to increase the 
volume of milk through businesses and less through producer—consumer linkages. 
 Based on the outcome of the consumer demand study, it is proposed to stimulate the 
processing and sale of milky dairy products, especially in the dairy café/shop, including the 
testing of new dairy product for youngsters (like ice cream, milkshakes, and butter milk). It is 
noted that such dairy cafes are ideal small scale businesses for women operators. 
 It is also proposed to improve the quality of the ‘Irgo’ produced in the dairy cafe and coop by 
reducing bacterial infection using heating/pasteurization methods. It is understood that 
souring of heated/boiled milk may have to be stimulated by adding pasteurized yoghurt 
culture  
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Input/service supply businesses/organisations 
 Results show that veterinary drugs for peri-urban dairy farmers are available from the public 
and private sector. No major interventions are envisaged for these suppliers for the urban, 
peri-urban dairy farms.  
 Similarly, the genetic improvement of dairy animals of peri-urban dairy farmers are relatively 
well served with public AI as compared to rural farmers. However it was noted that the 
attempts to increase the number of AI through hormone assisted mass insemination with 
mobile teams is limited to a few PAs and requires fine tuning. It is therefore recommend 
that the present performance is studied in order to introduce additional measures to 
improve effectiveness and efficiency. 
Agro Industrial by-products are abundantly available from the flour factories and feed processing 
Union. The linkages between the peri-urban dairy farmers and the feed businesses are shown in the 
Figure 7. 
Figure 7. AIB feed supply for dairy cows in Lemo 
 
 Small quantities of pulses by-products are available from the mills in urban and rural areas. It 
is noted however that these milling by-products are not (yet) available through commercial 
business channels, since they are used by farmers directly themselves and or used/sold by 
the women cleaning the processed pulses and cereals. If all pulses were processed 
commercially, the theoretical amount of pulses bran is estimated at 884 t annually 
(assuming 15% of the pulses grain weight is by-product). A further study is recommended on 
village level pulse processing and the use of the by-products 
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 Oilcake is not sold in the district, however an oil mill is operating and linkages can be made 
to dairy farmers as well as farmers involved in animal fattening. 
 While wheat bran and dairy mix products are available, use in the district is limited, partly 
because of lack of knowledge, partly because of cost and partly because of seasonal 
availability of other feed resources. To stimulate demand and milk production, it is proposed 
to create awareness and demonstrate the beneficial effects of locally mixed AIB ingredients.  
 As can be seen from Figure 7, most farmers buy the ingredients individually. It is therefore 
proposed that collective buying of the AIB components takes place by groups of dairy 
farmers, especially for farmers in the peri-urban areas. Such groups can be linked to specific 
factories to negotiate lower prices for bulk purchases. As can be seen from the diagrams 
such bulk buying already takes place by the large scale commercial dairy farms. 
 To increase production of individual farmers, new management interventions for health, 
genetics and feeding should be introduced.4 
4.2.2 Butter/ayeb value chain 
Butter/ayeb value chain businesses 
The majority of the butter in Lemo district is produced from the local cows which number 21,867 in 
total. The amount of lactic butter produced from these cows is estimated at 143,500 kg/annum, 
assuming that half of the cows are lactating, lactation period is 175 days, average daily production is 
1.5 litres of milk/day and around 20 litres of milk are used to produce 1 kg of butter (LIVES baseline 
survey). 
Fresh butter (and ‘ayeb’) is produced commercially by the small scale dairy processors, from the 
fresh milk purchased from farmers. The linkages for the businesses involved in the processing of 
butter and ‘ayeb’ are shown in Figure 8. 
  
                                                          
4. These production interventions are not discussed here since they are (hopefully) addressed by the 
AfricaRISING production research. 
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Figure 8. Butter/ayeb value chain business linkages in Lemo 
 
 
 Figure 8 indicates that linkages between businesses involved in the production and selling of 
lactic and fresh butter are non-existing. It is therefore proposed to explore the feasibility of 
making such linkages in order to improve the performance of these businesses, in particular 
i) linkages between the rural butter producers and the dairy coop or private processor for 
the sale of lactic butter ii) linkages between the butter traders and cooperatives for the sale 
of butter outside the district. It is noted that such linkages do exist in lemo district. 
 To increase the profitability of commercially produced butter and ‘ayeb’ in the dairy 
cooperative and the private processor, a more detailed study could be made of the 
commercial use of by-products such as butter milk (from butter processing) and whey (from 
ayeb).  
 Quality and efficiency of lactic butter produced in rural areas, may be improved by 
introducing small scale advanced churning and processing technologies. The introduction of 
such technologies can be combined with new business models, especially for women 
farmers (‘wujo’). Larger capacity churns may be operated by groups of women and or 
individual women who either process the ‘irgo’ or the sour cream collected from the 
individual farmers. The latter (sour cream) will require new methods of souring milk in open 
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containers, rather than in the traditional earthen churns. To reduce bacterial infection of 
butter produced from raw milk, heating may be introduced, thus producing a more health 
safe quality butter. Similar as for commercial butter processing, attention should also be 
paid to the on farm use of by-products from butter and ‘ayeb’ making. To define improved 
butter processing interventions in the rural areas more precisely, a rapid assessment of the 
present processing technologies and organizational arrangements is proposed. 
 Since demand for commercially and home produced butter is not known, a consumer study 
is proposed to assess demand for different types of butter by individual and institutional 
buyers—to be combined with the milk demand survey.  
Input/services businesses/organisations 
The input/service support for farmers contributing to the commercial processing of butter and ‘ayeb’ 
in urban areas has already been described in the fluid milk section. 
 For the farmers producing butter from local cows in the rural areas, the key for improving 
service and input supply, is to increase access as well as efficiency to the input/service, 
resulting in lower cost per unit of input and services. The latter can be achieved through 
collective action. For veterinary service delivery in rural areas, government is providing the 
human and infrastructure resources through the decentralized system in which one vet unit 
serves 3 to 4 kebeles. Besides strengthening such efforts, linkages can be made between 
these rural clinics and the private sector drug supply to compliment the supply of drugs 
channelled through the government system. 
 The mass insemination has not yet covered rural PAs, but should do so in the future to 
genetically improve local cows through cross breeding with appropriate (high fat content) 
breeds. To establish an efficient mass insemination system in rural areas, the results of the 
study on the hormone assisted mass insemination for the fluid milk value chain can be used. 
 The recommendations made for the supply of AIB feed for the fluid milk also apply for the 
butter/ayeb value chain development, in particular awareness creation/demonstration of 
the use of the AIBs. Because of distance, particular attention needs to be paid to collective 
action for the bulk purchase of wheat bran and dairy mixes by groups, in particular the 
‘wujos’. The supply of dairy mixtures through cooperative structures could also be expanded 
play a role in this.  
4.2.3 Large and small ruminants value chain 
Large and small ruminants value chain businesses 
The supply of large ruminants to be slaughtered is estimated at 15,555 animals per year, assuming 
that 20% of the existing ox/bull population is slaughtered every year. The supply of small ruminants 
is estimated at 13,305 sheep and 10,912 goats/annum assuming that 50% of the existing sheep and 
goat population is slaughtered annually. 
The Ethiopian livestock master plan clearly identifies deficits of red meat (from large and small 
ruminants) for the local market at present and even more in the future. It is therefore expected that 
prices and profit margins in this sector will be high and therefore investments in the development of 
the small and large ruminants’ value chain should be encouraged.  
Production and sale of ruminants for meat consumptions involves producers, traders, and 
consumers, including institutional consumers like the restaurants. Based on the data summarized in 
the result section, the linkages between the small and large ruminants’ agribusinesses in Lemo 
district are summarized in Figures 9 and 10. 
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Figure 9. Large ruminant value chain business linkages in Lemo 
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Figure 10. Small ruminant value chain business linkages in Lemo 
 
 The Figures show a competitive market framework since most businesses are linked with 
each other 
 Restaurants in the district are major ‘consumers’ of the animals. Data from these businesses 
and the abattoir, suggest that demand is traditional i.e. farmers mainly produce for peak 
demand periods i.e. the cultural and religious holidays periods. It is however interesting to 
note that the data from traders and restaurants also show considerable variation in the age 
of the animals for slaughter. Also, considerable price variation exists, indicating variation in 
the type of animals purchased (fattened, lean, young, and old) by traders, hotel/restaurants. 
Also consumer groups reportedly have demand for specific type of (younger) animals. 
Furthermore, demand for younger animals (small and large ruminants) is increasing 
(including export market demand). It is therefore proposed to conduct a demand study 
within the district and review national, international demand study results for the type of 
small and large ruminants required by the different customers. Such a study should also 
consider demand for different types of animals during the year. The study would enable the 
establishment of linkages between producers/fatteners of animals and agribusiness and 
consumers to produce animals throughout the year based on market demand. 
 One particular linkages which may be explored is between urban (dairy) farmers and 
hotel/restaurant for the supply of fattened weaned cross breed bull calves. 
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Input/service businesses/organisations 
 The abattoir which provides slaughtering services for large ruminants only should be 
encouraged to providing slaughtering services for small ruminants in order to contribute to 
better quality meat (human health). Possibilities for commercializing this services (like in 
Basona Worena district) should be explored. 
 To support the production of specific type of animals by (groups) farmers, linkages with 
veterinary services (at kebele level) should be established to receive (collective) services for 
treatment, especially for deworming animals for fattening. Interventions proposed for dairy 
also apply for veterinary services/drug supply for fattening animals.  
 Genetic improvements of beef animals is not envisaged for the near future. For the supply of 
genetically improved small ruminants, use can be made of ram selection, using community 
based breeding schemes. 
AIBs and fattening mix supply in (peri-) urban and rural areas from the flour factory, and the feed 
processing Union and feed shops, based on the study results, are shown in Figure 11. 
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Figure 11. AIB feed supply linkages for fattening in Lemo 
 
To stimulate demand and use of AIBs and fattening mixes, similar interventions as for dairy AIB feed 
supply are proposed to reduce cost (bulk purchase by groups of fatteners linked to the factories, 
awareness creation on the use of the AIBs, advice on the appropriate mixing of AIB and crop 
residues for fattening.  
 
 
